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Credit Control and 
sound Credit Extension, is 
securing a complete record of 
your customer. Ihe most 


efficient and accurate method 
for doing this is through the 
Credit Bureaus of the Nation- 
al Retail Credit Association. 
One hundred and eighty-five 
thousand granters of Credit 
use this service, through one 
thousand and sixty Bureaus, 
with records of sixty million 
persons in their files. 
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Service Department Meetings 


The most important group of our national convention is our service de- 
partment. 


The afternoon of each day of our four-day convention has been set aside 
for this group. 





All arrangements for the meetings are under the supervision of Mr. Guy H. 
Hulse, Secretary of the National Retail Credit Association, and the Service 
Department Committee. 


The sessions will be presided over by George Morrison of Toledo, chairman 
of the service department. 


This information alone should cause every manager of our 1,060 Credit 
Bureaus to attend. 
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Trade Group Meetings 


Our trade group meetings will be in charge of Mr. Walter Strickland, credit 
manager of Best & Company, New York City, and president of the New 
York local association. 





Four afternoons of a discussion of questions relating to your particular 
business, with an expert like Walter Strickland in charge, means everyone 
will be a better credit manager. 


a ad 


Make Your Reservations Now 


Write the national committee what you need in hotel reservations, the group 
you are interested in, and when you expect to arrive in Toronto. You will 
find everything prepared for you. 





Convention Committee 
NATIONAL RETAIL CREDIT ASSOCIATION 
1218 Olive St., St. Louis, Mo. 
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Telautograph Traps Notorious Forger! 


Arrested Two Minutes After ““Alarm’’ Was Telautographed! ! 





AT MILWAUKEE 


To Miss Peggy Marshall, a Tel- 
autograph operator at the As- 
sociation of Commerce, is due 
no small measure of credit for 
the forger’s arrest. At 12:13 p. 
m., Miss Marshall, with the ma- 
chine which she operated, in- 
formed fifteen of the large 
stores in Milwaukee that Far- 
lay was “active.” 

Admits Fifty Forgeries. 

Two minutes later came an 
announcement from Schuster’s 
Third Street store that Farlay 
at that very moment was at- 
tempting to cash a check at the 
eashier’s desk. Less than an 
hour later he was being con- 
ducted to central police head- 
quarters by Detective Joseph 
Daetsch, to whom Farlay con- 
fessed some fifty or more for- 
geries in Milwaukee. 

Miss Marshall got her first 
“tip” on Farlay in a Telauto- 
graph message from Gimbel 
Brothers. The message stated 
that Farlay sought to cash a 
$35 check at the store and that 
he disappeared when the cashier 
hesitated and started to ques- 
tion him. A description was 
contained in the message and 
immediately Miss Marshall sent 
out the pn ee notice to fif- 
teen department stores in the 


city: 


Farlay is branded as a “pro- 
fessional” forger by police all 
over the country. He has served 
time in Seattle, Wash., and sev- 
eral years ago escaped from the 
Michigan penitentiary. 

(The above article reprinted from 
Milwaukee Sentinel, 2-18-30.) 











IT WAS DONE INjTHIS MANNER 


The message shown below is a copy 
of the "alarm" message broadcast to 13 
stores via telautograph from the Milwaukee 
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Association of Commerce, on February 
13th,1930 = at 12.13 p.m, 
A~-/2- 20 
Nitin 
$ yar prraviten 
Che ow Altea 
Woda: Obng 7 
Noo a driver hivvae: 
jig —y bah 
The message shown below was written 
at Schuster's Department Store and received 


at the Milwaukee Association of Commerce 
at 12.15 p.m. 


Vania Rane Sed we 








MEMPHIS HAS IT 


Telautograph Used in Four De- 
partment Stores to Check 
New Account Seekers 


Twenty-five years ago it re- 
quired several hours for em- 
ployes of the Merchants Credit 
Association to look up records 
of Memphians who applied for 
credit in downtown department 
stores. 


Today, by using the Telauto- 
graph machine, employes are 
able to do the same task in less 
than three minutes. The asso- 
ciation serves as the official 
credit bureau of the Memphis 
Retail Credit Association. 


“This Telautograph machine 
is a wonderful help to us,” M. 
G. Liberman, manager of the 
association, said today. Mr. 
Liberman has been manager of 
the association since it was 
founded in Memphis in 1904. 


Equipment at the association 
headquarters is four receivers 
and common transmitters. On 
each of the four machines at 
Bry’s, Goldsmith’s, Gerber’s and 
Lowenstein’s the operators may 
write and receive messages from 
headquarters. 

“No longer is it necessary for 
credit men to call and ask that 
we look up ‘Mr. Smith’s rec- 
ord,’” Mr. Liberman said, “Now 
the operator in each of the four 
large department stores com- 
municates directly with our of- 
fice.” 

“When customers are waiting 
for the credit men to look up 
their credit standing, they nat- 
urally are in a hurry,” Mr. Lib- 
erman explains. “The telauto- 
graph system enables us to give 
them immediate information.” 
(Reprinted from Memphis Evening 
Appeal, 2-14-80.) 








This is but One of the Many Advantages 


Obtained by Using Telautographs! 


Will Your Bureau Deny Your Members This Protection? 
If Not, Let Us Send Our Man to You Today! No Obligation! 


THE FOLLOWING BUREAUS HAVE ORDERED: 


ATLANTA — DAYTON — DETROIT — GRAND RAPIDS — MEMPHIS — MILWAUKEE 
NEW ORLEANS — NORFOLK — ROCHESTER — ST. LOUIS — TOLEDO 
SINCE THIS COPY WAS PREPARED THE NEW YORK CREDIT 


BUREAU HAS EQUIPPED 7 STORES! 


TELAUTOGRAPH CORPORATION 


FACTORY AND GENERAL OFFICES, 16 WEST SIXTY-FIRST ST., NEW YORK, N. Y. 
WE HAVE 45 BRANCH OFFICES SERVING OVER 450. CITIES IN THE UNITED STATES 
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EDITORIAL 





An Appeal to the Retailers of the United States 
and Canada 


Every Retailer, small and large, has 
time and again asked himself: 


How can I increase the efficiency of my 
Credit Department? 

How can I secure more charge business? 

How can I cut my Credit losses? 

How can I increase collection turnover? 


These and hundreds of other questions 
relating to making the Credit Depart- 
ment a profitable part of every, Retail 
business, will be answered at the Con- 
vention of the National Retail Credit 
Association in Toronto, June 17, 18, 19, 
and 20. 


Every Retailer, whether he be a mem- 
ber of the National Retail Credit Asso- 
ciation or not, is invited to personally 
attend or send his Credit Manager to 
this four-day educational course. It will 
bring returns in increased efficiency far in 
excess of the cost of the trip. 


A glance over the list of the Credit 
Managers who have attended our Con- 
ventions for years will show they are the 
representatives of stores recognized as the 
leading Retailers of the land, the most 
progressive and prosperous. The owners 
of these stores are men of vision, who 


‘realize the educational benefits of our 


Conventions and Conferences, and the 
spending of four days with men and 
women who know their profession. 


It is only the “Penny Wise and Pound 
Foolish” Retailer who does not insist 


upon his Credit Manager taking ad- 
vantage of such opportunities. These 
Merchants are working against their 
Credit Men, not with them, and while 
saving a few dollars in railroad fare and 
hotel expenses, are losing thousands be- 
cause of not knowing how to make the 
most of their Credit Department. 


Mr. Retailer, call your Credit Manager 
and tell him you expect him to attend 
the National Retail Credit Association 
Convention. Give him a chance to get 
away from the daily grind for a week or 
two. It will clear his brain, brighten his 


‘eye and quicken his step. 


With from six to ten credit and finan- 
cial experts on the program each morning 
—the afternoons devoted to trade group 
discussions—and one full session to every 
angle of Collection work—he cannot help 
but return a better Credit Manager and 
he will appreciate your interest in him. 


Remember:—June 17, 18, 19, and 20— 
in Toronto, Canada. Special rates on all 
railroads. 


Swe 


Note—Credit Managers, members of the National 
Retail Credit Association, are urged to see that the 
owners or executives of their firms read this editorial. 
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Toronto Credits, Limited 


This is the rather unusual name of the Credit Bureau 
operated by the Merchants of Toronto. 

Within two years this Bureau has grown from a 
membership of 40 to 335 Merchants and Professional 
Men, and has in its files over 350,000 ratings on 110,000 
individuals. 

Only within the past few years have the Canadian 
Merchants solicited open charge accounts and the 





MR. J. H. SUYDAM, 
Mgr. Toronto Credits, Limited, Toronto, Canada 


necessity of a Rating Bureau to safeguard this busi- 
ness was created. 

The Bureau is under the management of Mr. J. H. 
Suydam, who for seven years previous to taking charge 
of the Retail Bureau was Service and Collection Man- 
ager of the Canadian Credit Men’s Trust Association, 
a wholesale interchange bureau. Mr. Suydam is an 
earnest student of credits and collections, both Retail 
and Wholesale, and is on the staff of the Canadian 
Credit Institute as a lecturer on credit matters. The 
Institute is operated by the University of Toronto. 

A branch of the Toronto Bureau was operated in 
Hamilton, Ontario, up to February 1, when it was 
taken over by the Merchants of that city. 











OUR FIRST CONVENTION IN CANADA 
Toronto, June 17-20. 











Attention—Shriners 
Members of the National Retail Credit Association 
who are Shriners, can “kill two birds with one stone”— 
attend the Shriners’ Pilgrimage in Toronto June 8-15, 
and remain over for the National Retail Credit Asso- 


ciation Convention, June 17-18-19-20. Make arrange 
ments now. 





Toronto Can Handle Conventions 

That our Convention City, Toronto, Canada, caf 
handle Conventions, is evidenced by the fact that the 
week preceding our meeting they will entertain 400,000 
Shriners. Get the figures right, Four Hundred Thouw- 
sand. 
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Responsibility of Husband 
for Debts Wife Contracted 


VERY credit man and woman is interested in 

knowing just what risk they run in extending 

credit to a wife without securing permission of her 
husband. Especially since the recent decision in Wash- 
ington, D. C., where a congressman was the winner in 
a case brought by a furrier has this subject been of in- 
terest. It has developed that where the husband gives 
a sufficient allowance to the wife that he is quite safe 
from being forced to pay. 


At the Elmira conference of the New York State Re- 
tail Credit Association, a very interesting paper was read 
by former Supreme Court Justice David N. Heller, New 
York, which outlined very clearly the credit respon- 
sibility of the husband. 


For the benefit of our members the following is the 
complete article which Former Justice Heller contrib- 
uted : 

“Although at the present time under the law, women 
enjoy substantially all the rights and privileges of men, 
there still remains a question which is often perplexing 
to tradesmen as to the legal obligation of a man for 
goods purchased by his wife. To understand why this 
is So, it may be instructive to briefly set forth how the 
rights of a married woman as to property has been 
changed from the holding of the common law. 


“The earliest social institution was the family. Man 
in a state of nature alone was subject to no civil restric- 
tions. When marriage took place, however, both the man 
and woman were for their mutual well being, brought 
under certain restraints by the law. The most of these 
restraints, and especially as to property were placed upon 
the wife. The common law theory of marriage was that 
of unity of person and property in the husband. Under 
this law a husband was entitled to enjoy the rents and 
profits of his wife’s real estate, and acquired by the mar- 
riage the absolute right to her personal property. A con- 
tract made by a married woman at law was void and 
imposed no liability upon her. This same law did, how- 
ever, place one liability on the husband, and that was to 
support his family, and that liability still exists, although 
by reason of what is known as the Married Woman’s 
Acts a married woman may now make herself liable for 
her necessaries. 

“The liability of the husband for the contracts made 
by the wife for necessaries was based upon the principles 
of agency. While this obligation seemed to be nothing 
more than natural justice, the common law assigned as 
the true, legal reason that the husband was liable so that 
the wife might not become a burden to the community 
or a public charge. I like the natural justice proposition 
where a wife had property because it would seem as 


- Law, but not without considerable variations. 


though if a man had the use of his wife’s property he 
ought at least provide her with the necessaries of life. If 
it happened that she did not have any property then the 
community shouldn’t have to support her, as long as 
the husband was not indigent or a pauper. 


Defies Common Law 

“IT have mentioned the ‘common law’ a number of 
times, and perhaps as laymen you may not know exactly 
what this law was, or is, for it prevails to some extent 
today. 

“The common law consists of those principles and 
forms which grew out of the customs and habits of the 
people. Every country has its common law. Ours is 
composed partly of the common law of England and 
partly of our own usages. When the early settlers came 
from England, they brought with them such of the Eng- 
lish principles as were convenient for the situation in 
which they were about to place themselves. By degrees, 
as circumstances demanded, they adopted the English 
usages, or substituted others better suited to their wants, 
until at length before the time of the Revolution, we had 
a system of our own, founded in general on the English 
As a rule 
the term ‘common law’ means both the common law of 
England, as opposed to our statutes or written laws, and 
the statutes passed before the immigration of the first 
settlers to America. 

“By our statutes, almost all the disabilities of married 
women under the common law were swept away so that 
now it can without much exaggeration be said that the 
modern wife has a legal right which fortunately for all 
of us, she does not exercise, to leave home in the morn- 
ing and go to work, collect and keep her own wages and 
leave her husband to do the housework and take care of 
the babies. The husband still has the right of choosing 
the family domicile, but even the last remnant of his 
autocratic power is only begrudgingly bestowed, as he 
must now exercise reason in his choice or the wife is not 
bound to abide by his decision. 


Rich Wives 

“After our statutes had given married women the 
right to contract it was held that when board was fur- 
nished a husband and wife upon her credit and contract 
to pay therefor, the hotel-keeper could retain her prop- 
erty by virtue of his innkeeper’s lien. The court said: 
‘We cannot imagine why a wife with credit cannot take 
her husband, who has none, to a hotel and in order to 
procure board and shelter for her family, arrange that 
she and not the impecunious husband shall pay the bills. 
. . . If this were so, a wife, however wealthy, might find 
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it difficult to find rooms in a hotel, simply because her 
husband was unfortunate enough to be impecunious.’ 
(Birney v. Wheaton, 2 How Pr. (N. S.) 518.) 


“This rule should be of great interest to impecunious 
men seeking wealthy wives. Others however should 
remember that notwithstanding this rule that, ‘the stat- 
utes enlarging the power of married women to contract 
do not remove the presumption that when a married 
woman, living with her husband orders family supplies 
or other necessaries, she does so on her husband’s credit 
and not upon her own, and she is not ordinarily liable 
therefor.’ 

“As to what are necessaries within the last rule given, 
may be generally considered as board and lodging, cloth- 
ing, medical attendance, etc. The necessaries however 
are limited to such things as are suitable to the rank and 
condition of the husband. Things that might properly be 
deemed necessaries in the family of a man of large in- 
come or ample fortune would not be required in the 
family of a man whose earnings were small and who had 
saved nothing. The husband is bound therefore to pro- 
vide for his wife and children whatever is necessary for 
their suitable clothing and maintenance, according to his 
and their situation in life.’ 


Husband’s Liability 

“There is one very important matter that you should 
bear in mind in extending your credit and in determin- 
ing whether or not it should be to the husband or the 
wife, and it is that while the husband is presumptively 
liable he is not actually so, if he can show that his wife 
was supplied with articles of the same character as those 
desired, or that he had given her sufficient money to pay 
cash for them. Perhaps you may fear, knowing that the 
family is in good circumstances that you may lose a good 
customer, if you do not grant the credit at once and 
wait to make inquiry. I think the matter is fairly ex- 
plained in an opinion in our Court of Appeals—(Wana- 
maker v: Weaver, 176 N. Y. 751). 


“A Mr. and Mrs. Weaver resided in Rochester and 
lived together as husband and wife. The wife went to 
Philadelphia for a visit and while there purchased cer- 
tain articles which can be classed as necessaries, at the 
Wanamaker store. When Mrs. Weaver called at the 
store, the credit man inquired her name and examined 
her as to the responsibility of her husband, and then sold 
the goods, charging them to her. The goods were 
shipped to her at the husband’s residence and she made 
some payments by her own checks. The balance not 
being paid, suit was brought against the husband. On 
the trial the husband claimed that while the goods might 
ordinarily be deemed necessaries they were not in fact 
such, for the reason, that out of his salary of $2,000 a 
year, he delivered to his wife $1,500 in monthly install- 
ments of $125, with which to supply his table and pur- 
chase her necessary wearing apparel, and that at the time 
she purchased the goods, she was amply supplied with 
articles of a similar character and was not in need of the 
articles purchased. On the trial the husband was suc- 


cessful and in affirming the judgment it was said in the 
opinion in the Court of Appeals that: 


“ ‘There is no real hardship on tradesmen involved in 
such cases as this. They should understand that the 
question is always one of agency and it is incumbent on 
them to prove the wife’s agency. They can easily pro- 
tect themselves from any great risk in such cases, but 
if they think it answers their purpose better to go on giv- 
ing credit for goods ordered by the wife without taking 
any steps to ascertain whether she has authority to pledge 
her husband’s credit, they must run the risk of its ulti- 
mately turning out that she has no such authority * * * 


Continuing Credit 

“Tf a wife is going to a merchant to trade, with whom 
she is acquainted and with whom she has been accus- 
tomed to trade upon the credit of her husband, she may 
continue to do so until the husband gives notice prohibit- 
ing the merchant from longer giving credit to her. But 
when she goes to a stranger, with whom she has never 
traded before and where consequently there is no implied 
authority on the part of the husband to give her credit, 
and seeks to purchase upon her husband’s credit, it is 
but reasonable and proper that she discloses to the mer- 
chant her authority therefore, as for the merchant to 
request such disclosure.’ 


“While I am on this point, let me read a quotation 


very applicable from a recognized authority on the sub- 
ject: 


coe 


Not only is the husband permitted to show that arti- 
cles in controversy are not such as could be considered 
necessaries, but he may show that he supplied his wife 
himself, or by other agents, or that he gave her ready 
money to make the purchase. This is on the principle 
that the husband has the right to decide from whom and 
from what place the necessaries shall come, and that so 
long as he has provided necessaries in some way, his 
marital obligation is discharged, whatever may be the 
method he choses to adopt. In general, while the 
spouses live together, a husband who supplies his wife 
the necessaries suitable to her position and his own, is 
not liable to others for debts contracted by her on such 
an account without his previous authority or subsequent 
sanction (Schouler on Husband and wife, Section 107).’ 


“Subsequent Sanction” 

“In this quotation the words, ‘subsequent sanction, 
means that ‘a husband’s subsequent ratification is as good 
as his previous authority.’ You might take some chances, 
however, in relying upon the husband’s approval. There 
is a case in Alabama (Cothran v. Lee, 24 Ala., 380) 
which holds that if the husband dissent, he must express 
such dissent in an effectual and suitable manner. That 
mere objection on his part is insufficient. Keeping in 
mind the implication of agency as regards necessaries, it 
follows that the husband would not be liable for things 
not necessary, in the absence of proof of an express con- 
ferment of authority to pledge his credit. A subsequent 
ratification would be without consideration. 


(Continued on page 40) 
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Reaction to Installment Buying 


ESSENTIALS AND NON-ESSENTIALS 
By William J. Fisher 


President and Manager Progressive Co., Inc., New Orleans, La., and Vice President Associated 
Retail Credit Men, New Orleans 


and its effect upon essentials and non-essentials 

is a rather hard one to discuss at the present 
time due to the fact that this reaction is not culminated 
at present, nor have the true facts been brought out. 
The true facts will probably not be developed until a 
year from now. In the meantime, we can follow this 
subject as far as it has developed. 

Installment Buying. Is it necessary? 

Is it creating good, bad, or indifferent credit? 

Is it teaching the great masses of people within our 
U. S. to deal in futures? 

Anticipation is more or less craved by all. Should 
we, as Credit Men, endeavor to satisfy this anticipation 
haphazardly ? 

No! Fundamental principles of credit, based upon 
character and earning power, should determine extension 
of credit. 


7 SUBJECT of Reaction to Installment Buying 


Nothing more or less than the 
confidence placed in someone that he or she is willing 
to pay and will keep their word. 


And what is credit? 


The old adage, “To Trust Is To Bust,” is now for- 


gotten. A new mode of living is offered and enjoyed 
by everyone. 

How could the average wage earner enjoy the every 
day pleasures and luxuries of life if it were not for 
the Installment Plan of buying? How could the Auto- 
motive Industry, one of the largest in the world, the 
Radio, or countless others, retain their present position 
in mass production, and the employment of thousands in 
capital and individuals if it were not for the easy method 
of payment ? 

These few amazing facts as shown in the 1928 census 
will bring this more forcibly to us. The total retail busi- 
ness of sixty billion dollars transacted in the U. S. 
of which approximately 60% or thirty-six billion dollars 
was in some form of deferred credit or future payment 
plan. 

Surely, Gentlemen, Installment Buying, having at- 
tained such a stronghold on business, we, as credit men, 
must hold ourselves responsible to properly mold and 
train our prospective credit risks. You are not only 
Credit Men to safeguard the interest of your Company 
by extending such credit only where it is warranted, but 
you should now be a counselor to the purchaser in order 
to avoid over purchase and to look for the pitfalls of 
unemployment due to any temporary depression. 

At the opening of an account the customer should 
be forcibly taught the fundamental principles of busi- 
hess and the necessity of meeting all obligations as they 





WILLIAM J. FISHER 


mature. Granted the credit, he then feels a moral re- 
sponsibility. He has satisfied his desire. He will en- 
deavor to earn more money to be better able to liquidate 
his obligation, thus establishing a good credit reference. 
He has then acquired self-respect and the feeling of 
importance in his community. 

Now, on the other hand, Installment Buying being 
comparatively new, and like any new experiment, is 
apt to be over done. This is apparently what has hap- 
pened in the past two years. The stock exchange col- 
lapse is blamed by everyone for the depression existing 
today. But is it not a fact that the stimulus given to 
business by the capitalization of future earnings is as 
much responsible as anything else? It was capitalized 
until time could not bear any more, and collapsed, and 
unfortunately, we still see an attempt made by the pur- 
chaser to force a return on his prospective earnings by 
turning away from Installment Buying at legitimate 
merchandising and going to the bootleg merchant, who, 
for a small down payment, will sell an article at double 
the original sale price. And then again, these parties 
will go to an organization who will advance them money 
without any inquiry whatsoever as to their present debt 
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position and as to their ability to make any return of 
the amount advanced to them. 

We will never return to the former method of Open 
Accounts as the only means of extending credit but will 
certainly change our method of handling the Installment 
Account, and when properly handled it is really a better- 
ment in selling than the Open Account. I can call to 
your attention an experience of one of our large mer- 
chandising stores selling wearing apparel on the Install- 
ment Plan. Under the former method of the Open 
Account, and naturally a great deal of which is still 
on his books, the following experience is true to life. 
His Open Accounts, which always averaged from 45 to 
60 days before any settlement was made, are still open. 
On the Installment Plan he has collected a fair down 
payment and has already collected a substantial part 
of the installment. The result is that on the Installment 
Plan he has at least obtained the cost of his goods, on 
the Open Account he stands to lose the entire cost of 
the goods. The installment purchase is what we might 
call a beneficial debt as long as it is confined to the 
proper articles as purchased. 

What advantages and disadvantages does Installment 
Buying create for the merchant ? 

It automatically brings back into the store the orig- 
inal purchaser, some member of the family, or a friend, 
either weekly, semi-monthly, or monthly, whichever the 
contract of payment may call for. Has not this a tend- 
ency to greatly increase sales? Is not the name of the 
merchant foremost in the mind of the buyer by repeti- 
tion of payment and the constant carrying of the install- 
ment pass-book? Is not this one of the most inexpensive 
and effective forms of advertising ? 

Should any period of depression occur suddenly pur- 
chases on current accounts would cease immediately and 
future receipts stop. On the other hand, should install- 
ment purchases stop, there would be sufficient accounts 
payable at a determined period to carry on. Further- 
more, properly budgetting the repayments should benefit 
the merchant by enabling him to take discounts and re- 
duce current liabilities. Formerly he had to determine 
from past averages what his probable receipts would be. 

When a customer has a current and Club Plan ac- 
count a regular check of the current account should be 
made. Very often a customer does not feel that the 
same iron bound agreement exists as against both ac- 
counts and will allow the current account to run along 
past due whereas the Club Plan account is kept up to 
date. Due notice of this should be brought to his atten- 
tion, with proper consideration as to the importance of 
paying his current account promptly. 

Careless and over extension of credit as well as sales 
consciousness do not create dividends but reduce your 
sales profit and destroy the good will of your customer. 
Often the merchandise has to be reclaimed at a loss, 
creating a non-salable liability. 

The only outstanding fact that we must always recog- 
nize is that unemployment is probably the one and only 
danger of loss on installment selling for the credit man 


since he developes his work carefully, conscientiously, 
and fully with reason. The close co-operation between 
credit organizations locally and nationally is desirable. 
The merchant who is afraid to report his experiences 
to the local credit organization is a detriment to the 
community because it is only by the prompt, accurate, 
and true furnishing of the credit facts and experiences 
that the Credit Bureau can function to the best of ad- 
vantage, and the interests of each and every individual 
seller of merchandise, can be protected. 

Permit me now to depart from Installment Merchan- 
dising to my own field—Installment Banking. 

I would like to familiarize you with my method of 
collection. At the time of granting credit we forcibly 
impress upon the customer the importance of meeting 
all installments on maturity date, giving them the privi- 
lege, of course, of selecting convenient dates for repay- 
ment suitable to their pay day. A notice is sent five 
days’ prior to maturity and on date of first payment the 
account being tabbed, if payment is not made by noon, 
we immediately communicate with the customer calling 
their attention to their installment due. Through this 
method of procedure they are made to realize that all 
future payments must be made promptly, and agreement 
of contract adhered to at all times. 

Through careful selection of accounts we have in our 
business suffered one loss, of $119.54, in four years of 
operation. 

There is ‘a great difference of opinion in my method 
of collection to that practiced by the credit man of the 
department store. What is the difference between selling 
merchandise and selling money with respects to the pay- 
ment of both? Your merchandise represents money. 
Why should you feel any hesitancy in asking for your 
payments when due? The old belief urgent and prompt 
collection methods drive business away is in my opinion 
incorrect. The always alert and persistent Credit Man 
will be the one whose past due accounts are at a minimum 
while the lenient embarrassed Credit Man carries on with 
lots of worries and regret. If a strict mode of collection 
were adhered to by all there would be no fear of loss 
of accounts and the cover up shopper from one store to 
another would be eliminated. 

Discuss various reasons for non-payment of install- 
ments when due. 

A serious mistake is made daily by most of us in that 
we are only familiar with the bad and troublesome ac- 
counts and fail to give the good account any considera- 
tion. We more or less forget they exist. Your ledgers 
should be constantly read through and the good cus- 
tomer catered to in every respect. Write a letter now 
and then, carrying to them your interest in their accounts 
and your pride and pleasure in being able to serve them. 

So after all is said and done, the Credit Man who 
co-operates, gets his money when it is due, is the one 
who will be successful. He may have the distinction of 
being termed hard-boiled, but always remember, “SELF- 
PRESERVATION IN BUSINESS.” “BEWARE 
OF THE PET ACCOUNT.” 
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The Significance of Credit Ratings 


By HARRIS COPENHAVER 


Manager New Orleans Credit Bureau 


\ ) J HEN a patient is ill, the nurse who keeps the 

chart is not ordinarily asked to interpret it. 

Her job is to keep the records accurately. 

These accurate records are then referred to the physi- 

cian who interprets their significance—and makes the 
diagnosis. 

A Bureau man may be compared to the nurse who 
keeps the records; the Credit man is the physician who 
interprets their significance. However, when every 
physician available is tied up on more important -cases 
there may be instances when the nurse must not only 
keep the record but interpret its significance. And this 
is why a Bureau manager—the nurse—is now talking 
briefly on this subject which is logically one for a Credit 
man to discuss—the doctors were all busy; no credit 
man was available so in the pinch the nurse must take 
a shot at it. 

The natural beginning of anything is nothing. There- 
fore, first what is the significance of no rating—of the 
bureau report “nothing in file’? Well, if the Bureau 
is well established and has the usual records, a report 
nothing in file usually means a whole lot. Unless the 
customer is a newcomer to the city it means that he has 
led a life blameless of law suits, that no accounts have 
been charged to profit and loss; that, in fact, he has con- 
fined his requirements to cash and that the calling sub- 
scriber has a beautiful opportunity to give him the cor- 
rect training for a good credit customer or spoil him by 
high pressure selling and low pressure collecting. 

Now we are not concerned with the technical mean- 
ing of the various symbols used to indicate method of 
payment. Uniformity has not yet been attained. “A” 
means one thing in your city; another in mine. In the 
fullness of time we shall doubtless have a uniform code 
—a consummation devoutly to be desired, but we are 
rather discussing the significance of varied ratings in a 
wider sense, assuming the symbols are understood. Also 
we may pass over the uniformly good card—the card 
with nothing but favorable ratings, the welcome signifi- 
cance of which brings happiness to the heart and smiles 
to the face of the gloomiest credit man. We all know 
the significance of a good card; and it’s a grand and 
glorious feeling. 

But when you pass to the mixed card; there’s where 
the fun begins and the wrinkles begin to mar the bland 
countenance of even the cheerful credit man. Your cus- 
tomer is good one place; he’s bad another; he’s prompt 
here ; slow there; been sued a time or two, yet paid other 
large accounts promptly. To sell or not to sell, that is 
the question. Whether it be better to leave goods on the 
shelves or take a chance at adding another sheet to the 
P. & L. ledger. 


There are two outstanding explanations of such rat- 


ings. The customer is belligerent and disputatious, but 
honest, or the varied ratings are the result of varied col- 
lection policies of places where he has traded. And that 
is the time for the Credit man to become a salesman— 
of terms and merchandise. Let him know diplomatically 
but firmly that your merchandise is sold to stay sold; that 
your terms are full of meaning and not merely words 
printed to help make a symmetrical bill head that you 
appreciate his business and he must appreciate your 
terms. If he exhibits the right attitude, why then your 
account is likely to be one of the good ones on his card 
in the future. If he gets mad, then you've learned be- 
fore it is too late that his account would have been too 
troublesome for profit. 

And now for a brief analysis of the most difficult mat- 
ter of all—the significance of ratings which are almost 
uniformly unfavorable. What are the causes of unfavor- 
able ratings and how should they influence the Credit 
man? In the first place we should explode forever the 
mistaken idea in the minds of many people that an un- 
favorable credit report indicates lack of honesty and good 
character. If every credit man would constitute himself 
a committee of one to combat this idea on every pos- 
sible occasion incalculable benefit would result. 

As a matter of fact, an unfavorable trade record is no 
more an indication of dishonesty than fever is an indica- 
tion of tuberculosis. Now a trained physician can take 
the fever chart of a patient and can deduct therefrom 
a possible diagnosis of the cause, while the untrained 
layman can deduct only the fact that the patient is sick, 
and if he attempts to diagnose the nature of the malady 
he is likely to be wrong. In the same way, the trained 
credit man can take a trade report of an unfavorable 
nature and deduct from it the probable source of the 
trouble, whereas the inexperienced man merely jumps to 
an unwarranted conclusion that the unfavorable informa- 
tion indicates the applicant is dishonest. 

To repeat—an unfavorable trade record is no more an 
indication of dishonesty than a fever is an indication of 
tuberculosis. Such a report may indicate dishonesty ; 
fever may indicate tuberculosis. But there are a thou- 
sand other conclusions which may be drawn in either 
case, any one of which is more likely to be correct than 
these. 

What then are some of the outstanding causes of 
an honest man’s being saddled with an unfavorable trade 
record. I believe the following may be assigned as the 
fundamental reasons : 

1. Sickness or death in the family. 

Loss of position or income. 

Domestic trouble. 

Business failure. 

Excessive optimism as to future earnings. 
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Many times it is a combination of two or more of these 
factors. Recently a gentleman called at my office and 
said: “I want to preserve my credit record. It’s all I 
have. I haven’t saved a dime; I earn $275.00 per month 
and owe now all told about $500.00. For the past three 
months my baby has been desperately ill, requiring at- 
tention of specialists and two trained nurses, night and 
day. The nurses must be paid and they take my cash as 
I get it. My accounts are in arrears now. Suits and 
garnishments impend; if filed I lose my position. I need 
credit desperately for food and medicine for my sick 
child. What can I do?” Naturally I told him there was 
only one thing to do. Sell his creditors the idea of 
carrying him. “But what about my record—can’t I 
straighten that out? I don’t want this to follow me all 
my life.” “Well,” I replied, “it’s like this. When a 
man has smallpox, he’s shunned by everybody. No one 
will have anything to do with him. But in due course 
he recovers and once more associates with his friends 
and neighbors as before. But, if he has had a bad case, 
it is likely that he will have left on his face pits and 
scars. These will be the cause of solicitude and inquiry 
amongst his friends and doubtless for the rest of his 
natural life he will be explaining how he acquired them.” 

And so it is with an unfavorable credit record, no mat- 
ter how acquired. And after the cause has passed, the 
scars remain, and upon the customer is imposed the pen- 
alty of explaining over and over again as he applies for 
different accounts just how it all happened. No Bureau 
can possibly undertake to compile and record the causes 
of unfavorable ratings. Only the ledger facts can be re- 
corded and distributed. 


Once in possession of these facts the Credit man must 
take into consideration human element. The circum- 
stances occasioning the bad record must be drawn from 
the applicant by skilful and sympathetic inquiry without 
letting the applicant know what the report reveals. Then 
if applicant puts all his cards on the table and his story 
checks with the record, possibly, other circumstances be- 
ing right, he deserves to be taken back into the credit fold 
and given another chance. If on the contrary applicant 
is evasive or tells a story in such direct contradiction to 
the record that it is plain as the nose on your face that 
he’s trying to deceive you because he is unaware that 
yeu have the facts, then to demand cash on the barrel 
head is the only recourse. Profit and loss ledgers are 
full of accounts of customers whose plausible stories 
have convinced sympathetic Credit men that Bureau rec- 
ords were all wrong and were doing them a grave in- 
justice. 

I have had considerable experience in the business of 
collecting so-called bad accounts. And some of the most 


honest people I have ever seen are those from whom I 
have collected. But did their honesty make them good 
credit risks? No indeed. Credit is no longer a matter 
of moral honesty; it is a matter of paying habits. And 
if you don’t think you're tackling a tough assignment 
when you try to change a man’s habits, then just try to 
persuade a friend who likes to gather round with the 


gang in a little sociable game every Saturday night to 
give it up and go to a show instead. You will have all 
the best arguments on your side and he will agree with 
you that you are right. But don’t try waiting on the 
corner for him to show up that night unless you have 
brought along your bed. Think of this before delud- 
ing yourself that you can change a total stranger’s 
paying habits by a bit of casual conversation. 

No, while there are exceptions that merely prove the 
rule, it is a safe assumption that, no matter what the 
cause, no matter how good the moral risk, a man is never 
as safe a candidate for retail credit after he has accu- 
mulated unfavorable ratings as before he acquired the 
knowledge that bills do not have to be paid. 

Women have died of heartbreak trying to reform the 
drinking habits of husbands, and battles have been lost 
to an enemy, who inferior in numbers and equipment, had 
acquired the habit of winning. Couples whose ideas are 
as far apart as the North Pole and the South—as Snappy 
Stories and Paradise Lost have acquired the habit of liv- 
ing in peace and harmony. Habit, gentlemen, is the 
strongest thing in life and the little symbols on your 
bureau report represent this vital factor. The signifi- 
cance of varied ratings is the significance of varied 
habits and verily, verily I say unto you, “By their paying 
habits shall you know them.” 





Camden, N. J., Credit Managers 
Form Association 


The South Jersey Credit Managers’ Association was 
formed recently at a dinner in the Walt Whitman Hotel. 
It will be a chapter of the National Retail Credit Asso- 
ciation and will cooperate to improve Credit conditions 
in this section through the exchange of information 
and ideas. 

G. R. Moore, of J. B. Van Sciver Co., was elected 
President ; J. H. Young, of Baker-Flick Company, Vice 
President; J. William Pennell, of the Camden Credit 
Association, Secretary, and W. J. Hayes, of the West 
Jersey Trust Company, Treasurer. 

Thomas L. Husselton, Manager of the Atlantic City 
Credit Rating Service, spoke on the necessity of mak- 
ing Camden “Credit Conscious.” He said merchants 
should impress their customers that Credit is an accom- 
modation not to be abused. Louis S. Grigsby, Man- 
ager of the Philadelphia Credit Bureau, Inc., J. L. 
Nichols, Credit Manager of Lit Brothers, Philadelphia, 
Edward H. Classen, President of the Classen Hardware 
Company, Ocean City, and Pennell also spoke. 





For the good of ali— 


Your help is asked in stamping out the Direct Inquiry 
in the Cleveland District. Constant education is instruct- 
ing our members to send to us, unanswered, all requests 
for credit information. We forward these inquiries to 
the National member in the city of origin. 

If you'll do the same with inquiries originating in 
Cleveland everyone will benefit. 

THE CLEVELAND RETAIL CREDIT MEN’S CO. 
500 National City Bank Bldg. 
Cleveland, Ohio 
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The Chamber of Commerce 
and the Credit Bureau 


Presented Before the New York State Conference of Retail Creditmen and Credit Bureau 
Managers at Elmira on Tuesday, Feb. 11, 1930 


By J. Kennard Johnson 


Manager Binghamton Chamber of Commerce 


WING to the wholesale shootings that are occur- 
ing in the City of Chicago, the alleged threats 
made over the telephone against the District At- 

torney appearing against the Auburn prison rioters and 
the makeup of my present audience, including as it does 
the heads of so many personally owned credit bureaus 
and managers of merchant-owned bureaus, I shall tread 
daintily, carefully and lightly around this subject that 
has been assigned me—“The Chamber of Commerce and 
the Credit Bureau.” It would be a tragedy to blast, 
right at the start, this very excellent two-day program 
that your committee has arranged, yet I know that you 
have placed enough TNT in my hands to explode this 
entire session. You would never agree with me on sev- 
eral points unless you are Chamber of Commerce repre- 
sentatives. Therefore, I shall try to steer around those 
hidden bombs this morning and drive in those furrows 
where I believe every type of bureau can plant good seed. 

First, why should a Chamber of Commerce operate a 
Credit Bureau? If, perchance, you have some particular 
commercial association in mind, I will grant you right 
at the outset that there are some organizations that 
should not. There are some Chambers of Commerce 
that should not even carry their own name. They re- 
mind one of the old fashioned Boards of Trade, which 
were in fact Boards of Tradition, where the old time 
gentlemen basked in the sunshine reflected from the 
glory of their ancestors, and expressed contentment with 
themselves and their condition. I agree with you that 
no such Chamber of Commerce should be attempting 
to operate a credit bureau. In Chamber of Commerce 
progress, the day has been reached when an aggressive 
and self-respecting Chamber of Commerce should not 
sidestep any job for the building of a thoroughly 
rounded-out community—whether the missing value be 
industrial, commercial, educational, moral, or civic. 

The credit situation in any community covers at least 
three of those major community values. Commercially, 
it is either an asset or a liability. A Chamber of Com- 
merce should insist that it be made the asset. Educa- 
tionally if the community has not been properly trained 
in credit responsibilities, it needs that kind of informa- 
tion. Where is there an unbiased community organiza- 
tion to assume that responsibility if the Chamber of 
Commerce does not? The banker’s own phrase covers 
the third value, when he discusses a man or a woman as 
a “moral risk.” Therefore, the Chamber of Commerce 
can put on the garb of a commercial “Billy Sunday” 
for a moral value is at stake. 


And finally, if there is no existing credit bureau in 
a community, or if there is one that needs a hospital 
and the operating table, it is the proper function of the 
Chamber of Commerce, through its retail members, to 
see that such community is furnished with a healthy, 
confidence-inspiring, educational credit bureau. You will 
at least grant me that Credit Bureaus once in a while 
fail to perform their function just the same as other 
organizations. In such a situation, I believe the Cham- 
ber of Commerce should step in and help work out the 
problem. 

I do not intend to take your time or my own discussing 
credit bureau mechanics, but having had experiences that 
include the creation of two new bureaus, the revision of 
two others, the recommendation to a Board of Directors 
the sale of another and for still another period of five 
years, operating a Retail Merchants Advisory Direc- 
torate, within a Chamber of Commerce, for an indi- 
vidually owned private bureau, there are a few conclu- 
sions that I have reached in the field of credit activities. 

There is absolutely one situation in which a Chamber 
of Commerce should not, under any condition, attempt 
to operate a credit bureau. It is when politics and City 
Hall are at loggerheads with the commercial organiza- 
tion. A Chamber of Commerce is so much bigger than 
a credit bureau that it cannot afford to cripple itself, to 
tie its own hands in the minds of the general public and 
the taxpayers, if, by operating a credit clearing house 
service, it places in the hands of politicians the instru- 
ment by which they can get into the thinking of the men 
in the mills and the shops that the Chamber of Com- 
merce is simply a blacklisting organization to stop them 
from gétting things unless they put the cash right down 
on the counter for them. I mentioned recommending 
the sale of a credit bureau to a Board of Directors. Such 
a condition had arisen in that particular city in another 
state and in order to garner in votes of mill workers, 
a candidate for Mayor flaunted the banner that he was 
not and never had been connected in any way with the 
Chamber of Commerce “that runs that blacklisting office 
they call the Credit Bureau.” With this situation de- 
veloped, we encouraged a group of retailers and without 
appearing publicly in the proceedings, helped them to 
organize a separate association. Then we sold them the 
Chamber of Commerce Credit Bureau. Incidentally, 
as it was several years old and functioning fairly success- 
fully, the chamber’s income that year received a nice in- 
crease from the four quarterly payments. Matters de- 
manding a complete city wide public confidence could 
never have been accomplished by that particular Cham- 
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ber of Commerce if the bureau had been retained. I 
never heard, however, of another crisis such as this one. 

I referred to the Chamber of Commerce stepping in 
when credit bureaus need hospitalization. Don’t mis- 
understand me, I did not say to take over the credit 
bureau. Sometimes that might be necessary but the 
phrase that I did use was “help solve the problem.” The 
Advisory Board that I mentioned working with an in- 
dividually owned bureau, is a sample of such a situation. 

In this particular case, a greatly respected gentleman, 
aged about 60, had been managing the bureau for prob- 
ably 15 years. He owned it completely. The communi- 
ty had never had a Chamber of Commerce operating 
with modern machinery, so with just a handful of prob- 
ably a dozen or fifteen retailers interested, the bureau 
had served its purpose. As soon as merchants in that 
city began profiting from organization thinking, group 
acting and study of mercantile programs of other cities, 
they realized they were far behind in their credit clear- 
ance methods. Several times the question of purchase 
of the one agency, or the launching of an entirely new 
one, came into committee meetings held for other pur- 
poses. Sentiment played a big part in their eventual de- 
cision that as long as this individual lived, no one should 
interfere with his means of livelihood, but that ways 
should be found to improve the service. This bureau 
owner was very friendly to the Chamber of Commerce, 
dropping in every couple of days, and conferences were 
easy until he was led into a frame of mind to ask if 
there wasn’t something the Chamber could do to help 
him. The result was that a Board of Directors of re- 
tail'merchants, without pay, was created for his private 
credit bureau, to act in an adivisory capacity and, as far 
as I know, the directorate is still functioning. When 
that idea started, one girl in his office was able to easily 
do all the work. I dropped in to see him last fall while 
on a western trip and there were four on his staff. The 
Chamber of Commerce had done its job. It did not have 
to take over the bureau or start another.’ All that was 
needed was a guiding vision. 

If there was no other function or responsibility to a 
credit bureau than the mere clearance of credit, I would 
agree with more of you that the Chamber of Commerce 
was not the place for a bureau. While that phase of the 
job creates the most work, yet I believe the greatest re- 
sponsibility lies considerably deeper. 

A community is like a fleet of warships. Its speed is 
retarded to that of its slowest monitor. I have long said 
that the principal job of a Chamber of Commerce is to 
make its community think. A community cannot pro- 
gress with the speed of its far-visioned men and women. 
The slow monitors, whether they be in business, society 
or politics, are its handicaps and therefore the principal 
job of any wide-a-wake Chamber of Commerce is to 
speed up the thinking machinery of the slower monitors. 

The principal job of the Credit Bureau should be to 
speed up the credit thinking of a community; to make 
the rank and file realize that Easy Street is nowhere 
along Easy Payment Street; that the installment busi- 


ness did not start with the young man’s moustache of 
“a little down and a little more each week” and to take 
those businesses or individuals that are in credit distress 
and try to help them see that the clouds can still be 
painted with sunshine. Because of the many ramifica- 
tions of a Chamber of Commerce program, I believe the 
bigger or parent organization is better fitted to do this 
job. 

At Binghamton, we are not satisfied with simply a Re- 
tail Credit Bureau but a Wholesale Credit Bureau is also 
operated covering a radius of 80 miles out of the city and 
servicing a group of approximately 45 wholesalers and 
distributors. Last month, we also added a local chapter 
of Associated Creditmen. This Big Brother branch of 
our program has been particularly effective in the whole- 
sale bureau, because, at the first signs of weakness, cred- 
itors of a particular merchant are called into conference. 
A committee makes a friendly call on the individual and, 
in almost every case, if the credit office is quick enough 
to see the rocks that are ahead of the given retailer, the 
creditors group is able to either completely save the 
business for him or act as a committee to close up the 
affairs without having the legal processes swallow up a 
large percentage of the assets, thus saving for him every 
nickel possible out of the wreck. 

In one specific incident, two sons were attempting to 
operate a business created and built to excellent success 
by a now deceased father. Through our Credit Bureau 
channels, we discovered that the creditors were begin- 
ning to close in. Swift action was necessary but the 
principal creditors were converted to our view of saving 
the business. We were able to find an uncle living in 
another part of the state who was induced to put ap- 
proximately $50,000 into the business, with considerable 
supervision, so we feel that we have another living me- 
morial to our Chamber of Commerce job. Without 
operating our own Credit Bureau and having our fingers 
on this pulse, another commercial heart would have 
stopped beating. So much from the wholesaler’s side of 
the house. 

From the retailers’ bureau comes this sample of what 
I mean. The Binghamton bureau sends out a form 
letter when three or more firms have been unable to get 
any payments out of an individual for six months. In 
response to this letter No. 1, the man in question came 
into the chamber office. It was a story of long con- 
tinued illness, doctors and hospital charges and a stack 
of bills so big that, with his small weekly salary, he 
lacked courage to pay a couple of dollars a week here 
and a couple there. He was thoroughly sincere. He 
needed advice and wanted it. We were able to bulk all 
his bills together for him so that he could go to the one 
place each Saturday night and pay his $4 or $5 per week 
so that eventually he was able to go along the street with 
his head up and his record clean. 


Here is another sample incident. This man was a 


photo finisher in a kodak and photography shop. He 
had been one of the finest workmen this dealer had ever 
(Continued on page 26) 








cout 
witl 
tor 








THE CREDIT WORLD for April 13 





Maximum Credit Justified 


On Given Income 
By W. C. DURHAM 


Credit Manager R. E. Kennington Co., Jackson, Miss. 


HIS question is susceptible of two answers, differ- 
T ing greatly, and depending entirely on whether it 

is to be considered from a theoretical or a prac- 
tical standpoint. 

Taking the purely theoretical view, I would say that 
certainly in no event should the maximum line of credit 
extended to any individual, exceed that individual’s 
known or given monthly income; making allowance for 
the fact that any installment, or deferred payment ac- 
counts, secured by a vendor’s lien, should be pro-rated 
with due regard for the number of months they are 
to run. 

This ideal theory pre-supposes that the terms extended 
by all creditors are uniform; to wit; Payment in full of 
the account not later than the tenth of the month follow- 
ing the date of purchase. 

In actual business, this theory, while attractive and 
plausible in itself, rarely if ever, proves workable. 

The granting of credit is not, nor can it ever be made, 
an exact science. The variableness of human nature, the 
occupation and record of stability of the debtor, the 
policy of the institution extending credit, the character 
of commodity purchased, the mark up on that commod- 
ity, the relative time of purchase, if it is style merchan- 
dise subject to drastic mark down later in the season, 
and the pre-determined allowance for bad accounts, are 
only a few of the important elements that must be con- 
sidered in determining the maximum line of credit that 
should be authorized. 

I AFFIRM IT AS A CARDINAL PRINCIPLE 
OF CREDIT EXTENSION, THAT THE TRUE 
MEASURE OF ANY ACCOUNT IS, IN THE 
ULTIMATE ANALYSIS, ITS PROFITABLE- 
NESS; so, using this known fact as a basis from which 
to work, and taking into consideration the variable fac- 
tors that have already been enumerated, it often proves 
desirable and advantageous to authorize credit in an 
amount materially exceeding the known monthly income 
of the debtor. 

On the contrary, keeping always before us the fixed 
and known fact that PROFIT is our yardstick, it is 
equally desirable that other accounts be limited very 
closely, and held well within the known monthly income. 

For the purposes of this discussion, incomes can be 
conveniently divided into three classes; meagre or very 
limited ; comfortable or ample; and large or opulent. 

With this last class, it is unnecessary for us to concern 
ourselves greatly, in so far as credit limitations are 
effected. Generally speaking, people of large means are 
careful, conservative buyers, with a due regard for their 
obligations ; and take a great deal of pride in maintain- 
ing an A-1 credit standing. 


The few exceptions who proceed on the theory: 
“They know I am good and will settle when convenient,” 
can usually be educated to a realization of their error, 
and in any event, the element of absolute loss is so small 
as to be negligible. 

Passing to the second, or comfortable income class, it 
is my observation that these accounts too, require com- 
paratively little attention, in so far as enforcing reason- 
able limits are concerned. Such people are, in the main, 
scrupulous and careful in their credit commitments, and 
are not prone to contract obligations beyond their ability 
to liquidate. 

The element of risk is necessarily greater with this 
type of account than with the large income class: in the 
event of sickness, loss of position, or other unforeseen 
reverses, there is a much smaller, or very probably no 
reserve capital to draw against ; hence limits on this type 
of account should never be placed so high as to disregard 
this contingency. 


Then we pass to the very limited or meagre income 
class. It is in extending credit to this group that most 
of our credit woes accrue. Do not misunderstand me; 
many accounts of this type are very desirable—but taken 
as a whole, it is here that credit limits need to be rigidly 
enforced and held well below the ascertainable income. 

Such people are rarely stable in their various occupa- 
tions; they change jobs frequently in an effort to better 
their condition, and in times of economic depression, are 
invariably the first ones to be thrown out of employment. 

Honesty is a virtue inherent in no particular class of 
people to the exclusion of any other class; we must also 
give this meagre income group credence for their good 
intentions when promising prompt payment of their obli- 
gations; but taken in the mass, in their eagerness to 
satisfy their wants, they will, if permitted to do so, con- 
tract obligations far beyond their ability to liquidate 
in a reasonable, satisfactory manner. 

It is my opinion, that the credit man who fails to 
enforce very rigidly the close limits applicable to this 
class of accounts, or who allows terms to be disregarded, 
is guilty of criminal carelessness not only toward his 
firm, but is equally delinquent in the moral obligation 
that he owes the customer; to the end that all credit 
transactions should be pleasant, harmonious, and mu- 
tually profitable. 

In conclusion, I must repeat an earlier statement: 
There can be no fixed rule in any phase of credit exten- 
sion; the most workable rule of which I have any knowl- 
edge in setting a maximum limit on any account, IS AN 
INTENSIVE STUDY OF THE INDIVIDUAL 
CUSTOMER AND HIS REQUIREMENTS. 
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Accounts Receivable Control 


By L. H. Birrell 


Credit Manager Mullett-Kelly Co., Salt Lake and Ogden, Utah 


HE past few years and more especially the last 
few months, all of us have heard the far reach- 
ing cry among business men for “Stock Con- 

trol.” Every wide awake merchant is seeking methods 
of merchandise control. 


And why? In olden days it seems that merchants 
made money without all of these new-fangled encum- 
brances as they are oft referred to by some. But then 
we were not faced with the same problems. The world 
was not moving at such a rapid pace, chain stores were 
unheard of, and credit was a thing frowned upon with 
disdain by nearly all—How times have changed! Mer- 
chandising has now been focused to a point where “profit 
ratio” is the thing toward which all merchants are look- 
ing for their salvation. “Profit Ratio” is a comparatively 
recent term and means the product of turnover of mer- 
chandise and the gross profit in each turnover. To 
combat the chain store, the independent retailer has had 
to devise methods of reducing his stock of merchandise 
to a point where he can get greater turnover on his 
invested capital. The result is saving of interest on 
borrowed capital, increased earnings on purchase dis- 
counts, and all such “sought for” advantages. 


“Stock Control” is necessary, but few of us stop to 
realize that with credit, the very life bluod of business, 
there is another problem we must not overlook. 


“Accounts Receivable Control” is possibly a new term 
to some, but it is a problem as great or greater than 
“Stock Control” since it represents a contingent profit 
that vanishes much faster than merchandise deteriorates. 


Conservative estimates figure from thirty-five to forty- 
five per cent of departmental and apparel stores volume 
is credit, but in many cases it will run at high as sixty 
per cent. This condition is true in our specific business. 


Let us suppose a volume of $500,000 a year, of which 
$240,000 is credit. This means an average of $20,000 
a month is charge business. Even if the business col- 
lects fifty per cent of its accounts receivable, it means 
that at all times there are $40,000 in accounts receivable 
on the books. If credit accounted for sixty per cent of 
the volume, there would be an average of $50,000 in 
accounts receivable on the books at all times. You can 
readily see the magnitude of the problem confronting 
every merchant who deals in credit. 


We all know that no money has actually been made 
until the account is collected. With this thought in mind 
and to keep our capital in a working condition we have 
formulated certain rules, which we believe may be wor- 
thy of some consideration. 


__Most of us render a statement at the end of each 
Month and expect our bills paid by the tenth of the 
month following date of purchase. If a customer buys 


on the first of one month and pays by the tenth of the 
one following, we have made a forty day turnover on 
the account. Allowing that the customer pays on the 
15th we have made a forty-five day turnover. With 
this as a base figure of turnover, we have worked out 
the following formula: 

D—Days between payments ; 

N—Number of payments ; 

A—Amount of each payment ; 

S—Sum of purchase; 

TO—Turnover of account. 


Therefore, 
TO—D A N (N plus 1) 
2S 
Now, if a customer makes a purchase of $50.00 and 
desires to give us $10.00 down and $5.00 a week, we 
figure the turnover by the formula to be: 
D=7, A=$5.00, N=8, since $40.00=8 and S=$50.00 











$5.00 
TO=7x5x8x (8 plus 1)=7x40x9=126=25.2 days 
100 5 


If he desires to give us $10.00 twice a month, by for- 
mula : 

D=15, A=10, N=5, S=100 
and 

TO=15x10x5 (5 plus 1)=15x3=45 days 

100 

or if he will give us one-half in thirty and sixty days, by 
formula : 

D=30, N=2, A=25, S=50 
and 

TO=30x25x2 (2 pjus 1) =30x50x3=45 days 

100 100 








We are not particular how a customer pays, as long as 
the turnover falls within a forty-five day period. The 
secret of success in the whole plan lies in the fact that 
a specific arrangement is arrived at at the beginning and 
we let the customer know we expect him to keep his 
promise. We have found that an account properly 
opened is “more” than half collected. 


In closing let me say that no matter what turnover 
period you may feel you can grant your customers, 
establish some definite period and then stick within it, 
and watch your profits grow by “Accounts Receivable 
Control.” 





Combine Vacation and 
Business 
Toronto, June 17-20 
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More About Locating “Skips” 


By J. Farmer 


Chas. A. Kaufman Co., New Orleans, La. 


ERMIT me to express my thanks and apprecia- 

tion for the privilege and opportunity of read- 

ing “Locating Skips; or, Tracing the Debtor 
Who Moves.” Mr. David Morantz, the author, has given 
some very practical and workable methods, many of 
which are now being used in the Credit Department of 
Charles A. Kaufman Co., Ltd., with highly satisfactory 
results. 

Of course, the Tracing Suggestions to Collectors 
(thirty in number), enumerated by Mr. Morantz, can 
be easily elaborated upon, and this is done frequently 
as the occasion arises. In fact, there is no limit to the 
number of tracing plans or methods that may be em- 
ployed. 

“Opportunities for obtaining information are as fruit- 
ful as the imagination is fertile,” is a good point made 
by Mr. Morantz. There is a sure-shot method to fit 
almost every case, and the method will announce itself 
to the Collector as the conversation proceeds and as the 
inquiry and investigation unfold. 

“If you act your part right, you will learn what you 
seek,” is another wise observation made by Mr. Morantz. 
In other words, be a good actor and know how to play 
the role or part ef anything or anyone that comes to 
mind—all except the role of Collector. Never look or 
talk or act like a Collector; never dress like a Collector. 
Spats and a dude cane are the best disguises for a 
Collector. 

Submerge your real identity beneath a surface of 
superiority that provides you with a mannerism of easy 
and instant comradeship and the savoir faire of a pros- 
perous business-man who can afford to be chummy with 
everybody. Quick and friendly contacts is the idea. 

Even after the debtor has been located and identified, 
and he admits his identity, and after you have secured 
all the information you desire, such as place of employ- 
ment, hours at home, when the debtor gets paid, and 
what his fads are, I have sometimes found it advisable 
even at that stage of the investigation NOT to disclose 
my identity. Rather, it is good business to keep up the 
air of mystery and eagerness with which you have sur- 
rounded the inquiry, and keep on leading the debtor to 
believe that it is to his great advantage to get in touch 
at once with a telephone number and address that we 
use exclusively in tracing skips. 

Such phrases as “employment manager’s office,” “spe- 
cial insurance benefits,” “alimony payment,” and the like 
are the ruses most generally successful in arousing and 
stirring interest. I give the located skip a “card of 
introduction”—introducing him to the party from whom 
the skip expects to receive profit. On the card I pencil 


the ledger number of the skip’s account in an inconspicu- 
ous place. 


Thus through team-work, inside and outside the office, 
you force the debtor to come to the office without ever 
letting him know who you are, and you protect and 
cover up yourself in case you happen to go back to the 
same neighborhood on another case. Then, too, it is a 
good thing all around for the debtor to come to the office 
and sit down and make arrangements for taking care of 
the account. The atmosphere of the office has a psycho- 
logical effect not found in the home or on the street. 
Any account that runs over sixty or ninety days requires 
vigorous action; and a debtor will hardly act vigorously 
if allowed to sit at home and shake his head at the 
Collector. 


When the debtor comes into the office, the moral 
effect, induced by the surroundings, usually converts 
him from a No-man into a Yes-man. Instead of saying 
No, like he has been doing to the Collector, he will say 
Yes if he is seated on the Mourners’ Bench and praying 
to the Credit Manager or the Collection Manager. 


Of course, after the debtor has made his arrangements 
in the office, and has been lined up so that he will walk 
the straight and narrow path in the future, it is all right 
for ANOTHER Collector to call on the debtor at the 
regular stated periods. But any account older than sixty 
days needs a good dose of Castor Oil to make it move; 
and I know of nothing better in the way of Collection 
Castor Oil than to have the debtor make a personal call 
and face the Desk Man who granted him the Credit 
favor. 


To the Thirty Tracing Suggestions listed by Mr. 
Morantz, I am going to add these: 


(31) In case the debtor is a maid, chauffeur, cook, waitress, 
housekeeper, nurse, butler, laundress, find out from the debtor’s 
last employer the name of the employment agency through which 
the employer obtained the debtor. Residence addresses and phone 
numbers registerd at employment agencies by those seeking jobs 
are always 100 per cent. Then, too, the employment agency 
knows the new job to which the debtor has been assigned. 


I have in mind the young lady clerk at one employ- 
ment agency in New Orleans who has been very helpful 
in this respect. From memory she can not only tell the 
names of hundreds of job-seekers regularly on her books, 
but she can describe the personal characteristics of these 
domestic servants—like the maid with a cocked-eye, or 
the thin yellow girl with straight hair, or the pop-eyed 
chauffeur. In many cases of colored skips it is the per- 
sonal characteristics, rather than the actual name, that 
eventually leads to location. Because it must be remem- 
bered that there are no two colored people precisely alike. 
It is a good plan around the holidays to send a box of 
candy or a pair of gloves to a young lady clerk with the 
ability and cooperation of the one I have in mind. 
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(32) Men employed by electric and gas companies to read 
meters of subscribers can always be found making the rounds 
of houses. These meter-readers have location work to do just 
like we Collectors. So, let the meter-readers help you out. They 
will gladly do so. I have yet to be refused the information | 
ask. The meter-readers will stop and open their books and show 
you the typewritten names and addresses on the account sheets. 
Thus you have a traveling Ledger File always at your disposal. 

As a follow-up of meter-readers as a source of infor- 
mation, the central office of the gas and electric com- 
panies, with but a few moments’ time, can and will tell 
you if the service has been transferred, and to what ad- 
dress. The company in New Orleans supplying gas and 
electric service is a member of the New Orleans Retail 
Credit Bureau, and we enjoy full cooperation as a mat- 
ter of course. 

(33) Don’t forget the Ice Man. In this semi-tropical climate 
New Orleans is blessed with, every man, woman and child is an 
ice consumer virtually twelve months to the year. Therefore 
the Ice Man knows what's going on along his route. 

On a recent morning I stood in the 1400 block on 
Baronne Street and wondered what I was to do next. 
For more than an hour I had been interviewing people 
on both sides of the street in an unsuccessful effort to 
locate one Helen Wright, who had moved from No. 1406 
owing something like twenty-five dollars on a club plan 
account, with no payment in ninety days. I had checked 
the corner grocery, the corner restaurant and poolroom, 
the owner and agent of the premises, an insurance agent 
who was passing on his route, the two families who 
presently occupy 1406, then each house in its regular 
turn on both sides of the street, the postman who was 
delivering mail, old ladies coming from market, other 
old ladies going to church, a newspaper collecior, and 
two gentlemen of the retired business type who were 
promenading in the glorious sunshine. None could or 
would help me. I was. about to make up my mind to 
put the case of Helen Wright into the column of Hell- 
and-Wrong when I saw an ice wagon lumbering 
through the block. “Slow as an Ice Wagon” is a favor- 
ite wheeze, but this particular ice wagon had as driver 
a young chap anything but slow. His name is Gus, and 
he knows everybody who has ever been on his route. 
“Sure,” says Gus, when I asks him about Helen. “That 
gal owes me two bucks. But she’s gone,” he ended 
wearily, and he prepared to drive on. As an after- 
thought, he remarked over his shoulder: “She’s got a 
husband, you know.” “Yeah?” says I. “Yeah,” says 
he. “That is, just part of a husband—divorced, and 
the alimony racket.” “Gee!” says I, “where’s this 
alimony sucker?” “He sells newspapers at Magazine 
Street and Louisiana Avenue, and goes by the name 
of Waldo,” says Gus. As I started off for that locality, 
Gus cautions: “Don’t youse tell him I told you.” 
“Trust me, pal,” says I. Sure enough, at the indicated 
place, with me posing as an insurance man ready to de- 
liver a new policy to Helen Wright, it was an absurdly 
simple matter to get the ear of Waldo Wright, a nice 
young man employed in the circulation department of 
one of our afternoon newspapers to handle the news- 
boys at the busy corner Gus had accurately named. And 
Waldo, without any hesitation, told me where he was 


paying weekly alimony to Helen—at 1820 Melpomene 
Street. I played the part of an insurance man so well 
that Waldo wanted me to write HIM a policy. 

Hot for Helen, I made the last lap, only to find no 
one at home at 1820. On the theory that it is sometimes 
best to cover up your identity until the debtor has been 
safely landed in the net and brought to the office, I con- 
tented myself with leaving the following decoy message 
written on letter-size paper without any printing or 
marking that would indicate its origin: 


Mrs. Helen Wright, 
1820 Melpomene St.: 


Come quick to 1700 Dryades St., regarding ALIMONY Case 
No. 59,156. 


If not convenient to call, phone Main 1703, and you can get 
fixed up about Waldo. 


The number given in connection with the alimony case 
is the number of the debtor’s ledger account (this to 
facilitate matters at the Credit Desk in case the debtor 
phoned, because we didn’t want to hesitate or muff the 
ball when the debtor played into our hands). She 
phoned, all right, before the office closed for the day. 
And arrangements were made for her to come into the 
office, which she did the following morning. She made 
partial payment and arranged to promptly take care of 
the account in full. 

Now, in the case of Helen Wright, her interest and 
attention could be quickly won by talking about alimony, 
because that subject is nearest to her right now. We put 
her curiosity to the keen edge; she bit. That’s all—get 
the skips into the office. 

Of course, in tracing skips, a collector could not work 
the alimony stunt on a woman who is not drawing relief 
from her separated spouse. But every woman and every 
man is interested in something. Here is where the fertile 
imagination can give birth to ideas so novel and origi- 
nal that the average individual will be taken off his or 
her guard, and spill the beans. That really is the secret— 
taking ‘em off their guard; surprising ’em; pleasing ‘em 
with good news; holding out a tempting piece of bait 
you feel sure they wiJl bite at. There is so much bad 
news in the world that everyone welcomes good news. 
Tell ’em something to arouse their sympathetic interest— 
a job in sight, an insurance policy dividend, new settle- 
ment for alimony, a mysterious message from a distant 
city, a package from an unknown sender, and so on ad 
libitum. 

Mr. Morantz, in Suggestion No. 16, says: 


“It is effective to carry a little package neatly wrapped and 
tied with a string. A 3x5 card, containing debtor’s name and in- 
formation regarding his account, can be slipped under the string 
at each stop, when you know the case to be a tracer.” 


There is nothing like the package stunt in getting 
results, particularly when you are looking for lost 
wimmin. In the case of wimmin, have an attractive 
candy box cover to disguise the box. Also, some of our 
Locate Men wear a white silk handkerchief peeping from 
the breast pocket of their coat, and a tiny flower in the 
buttonhole. The get-up is a knockout. The whole 
neighborhood will help you locate your party in order 
that they may share in eating the candy. 

(Continued on page 28) 
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How to Enter Canada 


Summary of the Regulations Regarding the Entry of 


Automobiles for Touring, 


Pleasure Boats, Tourists’ 


Outfits and Travellers’ Baggage 


Compiled by Natural Resources Intelligence Service Department of the Interior 
In Co-operation with Department of National Revenue, Ottawa, Can. 


Canada Welcomes Tourists 


An Ideal Vacation Land 
Among the great natural resources of Canada are its 
tourist attractions—magnificent scenery, agreeable cli- 
mate, real fishing and hunting, canoeing, camping and 
winter sport—and all easily reached by good motor roads 
or by rail. 
No Passports Required 
Tourists entering Canada do not require passports. 
Automobiles may be brought into Canada for purposes 
of health or pleasure for a period up to 90 days without 
duty or bond, and for a period up to six months by 
fulfilling certain security requirements. Jt is absolutely 
unnecessary for a tourist entering Canada to pay any fee 
for an automobile entry permit or its extension as Cana- 
dian Customs Officers will, without charge, assist the 
tourist in making out all forms. 


United States Licenses Valid 
The tourist may drive his car under his State license 
for a generous period in every province in Canada. The 
period varies in the different provinces. 


Admission of Automobiles for Touring 
GENERAL, DiRECTIONS 
No difficulty or needless delay need be experienced by 
the motorist at the border if he observes the following: 


1. ENTERING CANADA: 

(a) Report to the Canadian Customs at port of en- 
try into Canada and obtain a permit for admis- 
sion of automobile. Failure to report may result 
in seizure of the car. State license cards should 
be presented. 

Do not fail to declare any articles or goods 
that may be subject to duty. 

(b) Report to the Canadian Immigration Officer at 
point of entry into Canada. Foreign-born citi- 
zens and alien residents of the United States 
should be prepared to present credentials estab- 
lishing their legal residence in the United States. 

«. Leaving CANADA: 

(a) Report to the Canadian Customs at a boundary 
port of exit and present your automobile entry 
permit for cancellation. 

(b) Report to the United States Customs at port of 
entry into the United States and present State 
license card. 

(c) Report to the United States Immigration Off- 
cer at the point of entry into the United States. 

To prevent possible difficulty in re-entering the 


United States, native-born citizens of the United 
States should be prepared to present birth cer- 
tificate, or credentials from responsible persons 
proving United States citizenship; naturalized 
citizens of the United States should be prepared 
to present their certificates of naturalization ; 
and alien residents of the United States should 
be prepared to present proofs of legal entry into 
the United States. Alien residents may remain 
out of the United States not longer than six 
months without losing their status as residents. 
ENTRY FOR TWENTy-Four Hours 
Automobiles may be entered at a Canadian boundary 
port of Customs for touring purposes for a period not 
exceeding 24 hours by the owner surrendering his State 
license card, which will be handed to him on his return. 
Should he desire to leave at a port other than that at 
which he entered, he must obtain a permit at the port of 
entry as described in the following section—“Entry for 
Sixty Days.” 
Entry For Sixty Days 
Automobiles may be entered for touring purposes for 
a period of 60 days by obtaining a permit from the Col- 
lector at the Canadian Customs port of entry. The mo- 
torist fills in a form in triplicate with certain particulars 
regarding his car, such as make, style, value, serial num- 
ber, motor number, body numbers, extra equipment and 
license number. He is given two copies of this form 
which constitute his permit and which he presents to the 
Collector of Customs at the port of exit when leaving 
Canada. 


EXTENSION FoR THIRTY Days 

Should a tourist who has been granted a sixty-day per- 
mit desire an extension not exceeding thirty days, he 
may apply therefor to any Collector of Customs, who, 
upon being satisfied as to the bona fides of the applicant 
as a tourist and that the car will be used by him only for 
purposes of health or pleasure, may extend the permit 
for a further period of thirty days. 


Entry For Six MontHs 

Automobiles may be entered for touring for a period 
up to six months in any one year by the owner obtain- 
ing a permit from the Collector at the Canadian Cus- 
toms port of entry and depositing with the Collector 
certain security in the form of bond or otherwise. Par- 
ticulars regarding this security may be obtained from the 
Collector at the port of entry. 

Collectors of Customs are not empowered to grant any 
extension or renewal of permit at the expiration of six 
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months. Should an unforeseen delay occur, prolonging 
the time of stay in Canada beyond that period, the De- 
partment of National Revenue, Ottawa, should be com- 
municated with at once. 

Admission of Motor Cycles and Bicycles 

The regulations regarding the entry of automobiles 
also apply to motor cycles and bicycles. 

Admission of Trailers 
A separate permit is not required for a trailer. 
Admission of Pleasure Boats 

Pleasure boats may be entered for a period extending 
from the date of entry to the lst of October following 
by obtaining a permit from the Collector of Customs at 
the port of entry. The owner fills in a form in duplicate 
with a description of his boat for identification. He is 
given one copy of this form as his permit, which he sur- 
renders to the Collector of Customs on his exit from 
Canada. 

Admission of Tourists’ Outfits 

Persons visiting Canada for a limited period of time, 
for health or pleasure, may bring with them free of duty 
or deposit, guns, rifles (except revolvers and pistols), 
fishing tackle, golf clubs, tennis racquets and cameras 
previously used by them and required for their own use, 
upon reporting same to the Customs Officer at the port 
of entry. 

Canoes, outboard motors, tents, camp equipment, phon- 
ographs, radios, musical instruments, etc., for personal 
use and not for gain or hire, may be entered upon report- 
ing same to the Customs Officer at the port of entry and 
depositing with him a sum of money equivalent to the 
duty and taxes payable thereon. The money thus de- 
posited will be refunded if the articles are identified and 
exported outwards, either at the port of entry or another 
port, within six months from the time of entry. Iden- 
tification for refund may also be attested to before a 
Customs Officer, Justice of the Peace or Notary Public 
at a place outside of Canada. 

Revolvers and pistols, as part of a tourist’s outfit, may 
be entered only under special permit issued by the De- 
partment of National Revenue at Ottawa on application ; 
such permit to be presented to the Customs Officer at 
port of entry. Automatic pistols are not admitted. 

The tourist is required to fill in a form in triplicate 
giving description and value of the articles in his outfit. 
Two copies of this form are given to the tourist, and 
must be presented to the Customs Officer at the port of 
exit. When articles on which a deposit is not required 
are brought in by a motorist, their description and value 
are noted on his automobile entry form and a separate 
form is not required. 

Admission of Travellers’ Baggage 

Such wearing apparel, toilet articles, and personal 
effects as actually accompany and are in the use of the 
tourist and as are necessary and appropriate for the im- 
mediate purpose and convenience of the journey, may be 
admitted into Canada duty free. This does not apply, 
however, to merchandise or articles intended for other 
persons or for sale. Forty cigars and one hundred cig- 


arettes, in open packages, may be brought in free of duty 
by a non-resident traveller. 


Admission of Dogs and Pets 
Dogs and other animals brought in solely for hunting 
purposes or as pets may be entered as part of tourist's 
outfit without deposit, subject however to the regula- 
tions of the Canadian Department of Agriculture regard- 
ing quarantine and movement from restricted areas, 
Persons desiring to bring dogs into Canada should, be- 
fore leaving home, write the Department of Agriculture 
at Ottawa for particulars regarding restrictions in force 

along their proposed route through Canada. 

x . * * * 


Information for Tourists 

The Canadian Department of the Interior issues infor- 
mation regarding every phase of holidaying in Canada. 
Much information has been published in the form of 
booklets, pamphlets, monographs and maps—including 
maps showing connecting motor roads between Canada 
and the United States. All of these with the exception 
of detailed geographical maps are available without 
charge. 

The Department works in close co-operation with 
other Federal Departments and with provincial and local 
tourist associations and information bureaus, and in- 
quiries are regularly referred to these sources so that the 
fullest information shall be supplied. 

In order that inquirers may obtain all available data, 
including the full benefit of unpublished information, 
they are urged to state their needs definitely and in detail 
and, if possible, give the particular section of the country 
in which they are interested. Inquiries should be di- 
rected to the Natural Resources Intelligence Service, De- 
partment of the Interior, Ottawa, Canada. 





New Features for Toronto 
Convention 


With a view to making the conventions of the Na- 
tional Retail Credit Association more interesting and 
educational, Manager-Treasurer Woodlock has an- 
nounced two important departures from the usual pro- 
gram: 

FIRST—General Sessions for all members and dele 
gates will be held from nine-thirty a. m. until one p. m. 
each day—June 17-18-19-20. 

Group meetings will be held during the afternoon of 
each day, thus giving the Service Department and class 
groups four half-day sessions, in place of one whole day 
as heretofore. 

This plan will enable everyone to be present during 
the general sessions and give more time for conferences. 

SECOND—While we will have several outstanding 
men of both Canada and the United States on our mort 
ing programs, most of the time will be given to ten mit 
ute talks on some vital Credit question, followed by at 
open discussion from the floor. 

We feel this will make each session highly education: 
al, as well as interesting. 
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A 16-Day Educational and 
Vacation Trip 


INCLUDING FOUR DAYS AT THE 
EIGHTEENTH ANNUAL CONVENTION OF THE 


National Retail Credit Association 


— = TORONTO = 
June 17-18-19-20, 1930 
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The Largest Heated Outdoor Swimming Pool in 
the World, Located at Sunnyside, Toronto, Can. 
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Headquarters, Royal York Hotel, 
Toronto, Ontario, Canada 


Convention Reservations 
Coming In 


Over five hundred reservations for the National 
Retail Credit Association Convention in Toronto 
have been made to date. 

This is the first time reservations have been han- 
dled by the National Office, due to our not having a 
local association in Toronto. 

If you intend to attend this convention, why not 
advise the National Office now, so you will be sure of 
securing just what you want. Address, Convention 


Committee, National Retail Credit Association, 1218 
Olive St., St. Louis, Mo. 
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TO THE 


CONVENTION 


Another of Those Pleasant Trips Arranged by 
the Associated Retail Credit Men and 


Credit Bureau of St. Louis 





To the Convention 


From St. Louis 


SPECIAL TRAIN VIA WABASH RAILWAY 
LEAVES UNION STATION (St. Louis) SUN- 
DAY, JUNE 15th, 9:10 A. M.. DELMAR STA- 
TION 9:20, going through CHICAGO to pick 
up the delegates who wish to join us. LEAVE 
CHICAGO (WABASH) 5:30 P. M., arrive 
Detroit 1:10 A. M., Toronto next morning at 
8:25, in time to REGISTER for the Convention 
at Hotel York and take a trip to NIAGARA 
FALLS via boat and return same evening. 
Round trip $3.50. 


After the Convention 


A Vacation Trip to 
Montreal - Quebec - Boston 
New York - Washington 
Philadelphia and Atlantic 

City 


By buying your Circle trip 
tickets at your starting point 
THE APPROXIMATE EX- 
PENSE FOR THIS TRIP 
WILL BE ABOUT $190.00 
FROM ST. LOUIS WHICH 
DOES NOT INCLUDE YOUR 
EXPENSES AT TORONTO 
OR MEALS AT NEW YORK 
CITY. ALL SIGHT SEEING 
TRIPS, HOTEL ACCOMMO- 
DATIONS, SLEEPING CAR 
BERTHS AND MEALS HAVE 
BEEN FIGURED IN. 


After the Convention 


A REAL VACATION 
TRIP TO 


MONTREAL 
QUEBEC 

BOSTON 

NEW YORK CITY 
WASHINGTON 
PHILADELPHIA 
AND 
ATLANTIC CITY 


Leave Toronto Friday, June 20th, 10 P. M. 
Eastern Standard Time via Canadian Pacific, 
arrive Kingston 4:30 A. M., June 21st, leave 
Kingston at 5 A. M. for a most delightful boat 
trip down the St. Lawrence river, shooting the 
rapids, passing the Thousand Islands, arriving 
at Montreal 6 P. M. 


Reservations have been made at this City at 
the Mount Royal Hotel for the night. 


Sunday, June 22—9 A. M.—Sight-seeing trip 
through the City. Fare $1.00. 

2 P. M.—Sight-seeing trip through the Indian 
Reservation of 4 hours. Fare $2.50. 

Crossing the Victoria Jubilee Bridge, we pro- 
ceed along the King Edward Highway to La- 
prairie, there turning into the Malone Highway. 
This route follows the mighty St. Lawrence 
River and affords an excellent view of the fa- 
mous Lachine Rapids. After the eight mile 
drive along this scenic stretch, we come to the 
village of Caughnawaga, founded in 1676, where 
you will be shown the old Indian church in which 
is deposited an Iroquois wampum belt valued at 
$50,000, the tomb of the Mohawk maiden Cath- 
erine Togawita, for whom an anniversary is 
celebrated, and the remains of the old French 
church. 





If you are going to Toronto—ONLY—get your certificate when buying ticket, 
which entitles you to 2 fare returning home 
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CHATEAU FRONTENAC 


The return trip is made via ferry across the 
St. Lawrence (giving a good perspective of Lake 
St. Louis to Lachine) then along the Lake Shore 
Drive through Ville St. Pierre and the residential 
districts of Montreal West, Westmount and 
Montreal. Round trip: $2.50. 


Leave Montreal June 22nd, 11:30 P. M. for 
Quebec, arriving there at 7 A. M., June 23rd. 
Reservations have been made here at the CHA- 
TEAU FRONTENAC AT $8.00 per day, 
double room with bath. 


9 A.M. JUNE 23rd 


Sight-seeing tour through this quaint French 
City, 114 hours. Fare $1.00. 


The afternon you can spend as you desire. 


9 A. M. June 24th 


Sight-seeing Tour to 
STE. ANNE DE BEAUPRE 


Observation Motor Coaches. Tour to Ste. 
Anne de Beaupre and Montmorency Falls. Stop 
of 1%4 hours at Ste. Anne de Beaupre with a 
guide, visiting the Basilica, Scala Sancta, also 
the famous Cyclorama, Royal Museum and ten 
minutes for refreshments at the Sanatorium. 
Stop of one-half hour at Montmorency Falls— 
allowing time to go down to the foot of the 
Falls. Duration, 4 hours. Distance, 45 miles. 
Cost, $3.00 per person. 


Leave Quebec, 2:50 p. m., June 
24th, arriving at Boston June 
25th at 7:30 A. M. Reservations 
at the WESTMINSTER HO- 
TEL, RATE $6.00, Double room 
with bath. 


Sight seeing trip 10 A.M. Fare 
$2.50 each. 


LEXINGTON and CONCORD 
Including Back Bay, Brookline 
and Cambridge. Fifty-mile cir- 
cuit tour over Paul Revere 
Route. 





Balance of day left for you to 
visit the Business Section, one of 
the most interesting in U. S. 


June 26th 


Another sight seeing trip, 9:30 A. M. 


GLOUCESTER AND NORTH SHORE 
Including Salem and Marblehead. 


One hundred mile, all day tour, round trip fare 
$5.00. 


Stops made at Fort Sewell, Marblehead; House 
of Seven Gables, Salem; Bass Rocks and Glou- 
cester. 


Leave Boston June 26th at Midnight via New 
Haven Ry. Arrive New York next morning 
where reservations have been made at Hotel 
Bristol, 129-135 West 48th Street (in the heart 
of everything). Rate $2.25 per day, 2 in a room 
with private bath. 


DO AS YOU PLEASE HERE 

until Saturday A. M., June 28th, 12:25 when we 
leave for Philadelphia, arriving there at 3 A. M. 
(You occupy sleepers until 7:30 A. M.) 
Sight seeing trip at 9:00 A. M. A fifteen (15) 
mile ride through the Historical, Business and 
Residential Sections of Philadelphia and East 
River Drive of Fairmount Park. 


Stop is made at Independence Hall to see the 
Liberty Bell, Declaration Chamber, and His- 
torical relics. 
Fare, $1.00. 
hours. 


Time, about one and one-half 
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At 2 P. M. we go to Atlantic City via Motor 
Coach, spending 10 hours at this place, return- 
ing in time to take the train for Washington at 
3:44 A. M. (Sleepers can be occupied any time 
after 10 P. M.) 











Famous Board Walk at Atlantic City 


Arrive Washington 7:25 A. M., June 29th, where 
reservations have been made at the Mayflower 
Hotel, Rate $6.00 per day. 


Sight Seeing trip 10 A. M. Seeing Washington 
—1 Hour and 15 minutes. 


Sight Seeing trip 3 P. M. Seeing Arlington— 
2 hours and 15 minutes. 


E 





United States Capitol at Washington 


9 A.M. June 30th 


Buses leave Hotel at 9 a. m. for Mount Ver- 
non and Alexandria, the home of George Wash- 
ington (which remains to this day practically 
intact). Part of our party will go down the 
Potomac and return by bus; the other part will 
go down by bus and return by boat; both parties 
will arrive in Washington at 1 p. m. Fare $3.00. 

Balance of date spent in visiting other places 
of interest until 5:30 p. m. 


Train leaves Washington, via Baltimore and 
Ohio Ry., for St. Louis at 6:30 p. m. For Chi- 
cago, 3:15 p. m. 


Railroad Tickets 


Those desiring to join this Special Train Party 
to Toronto and make the Post-Convention Trip 
should purchase through CIRCLE TOUR 
TICKETS from starting point to Boston, Mass., 
routed beyond St. Louis or Chicago as follows: 


Wabash Railway to Detroit 

Canadian Pacific Railway to Toronto 
Canadian Pacific Railway to Kingston 
Canada Steamship Line to Montreal 
Canadian Pacific Railway to Quebec 
Quebec Central Railway to Newport 
Canadian Pacific Railway to Wells River 
Boston & Maine R. R. to Boston 


Returning 
N. Y. N. H. & H. Railway to New York 
Baltimore & Ohio Railway to Chicago or St. 
Louis 


Note: Any authorized route may be used be- 
tween starting point and St. Louis or Chicago. 


Pullman Reservations 


When requesting R. R. tickets or Pullman 
reservations, which should be done as early as 
possible, please specify clearly accommodation 
required (lower, upper, section or drawingroom) 
and whether joining party at St. Louis or Chi- 
cago; also whether similar accommodation is 
desired for the Post-Convention Trip. 


For Pullman reservations and further informa- 
tion regarding rail transportation communicate 
directly with 
L. C. FEHLBER, 
City Passenger Agent, Wabash Railway Co., 
1450 Railway Exchange Bldg., St. Louis, Mo. 


Any information regarding trip that is not cov- 
ered in this itinerary will be cheerfully given if 
you will address C. N. Merriam, Chairman 
Transportation Com., 416 Nth. 4th St., St. Louis, 
Mo. 


SPECIAL TRAINS WILL BE OPERATED 
FOR THE ENTIRE TRIP IF WE CAN SE- 
CURE 90 PEOPLE. 





We Shall Be Pleased to Have You and Your 
Friends Take This Trip 
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Washington Bulletin 


National Retail Credit Association 


R. Preston Shealey, Washington Counsel, N. R. C. A. 
April 1, 1930 


FOREWORD 
ITH the passage of the tariff bill by the Senate 
two other important questions naturally pre- 
sent themselves to the public mind. The first, 
when is Congress going to adjourn and the second, what 
important legislation will it have passed before adjourn- 


ment? Adjournment before July Ist is said to be in 
sight and this date will mean that many important 
measures will have failed of passage by then. Some of 


these measures which may fail of enactment are the final 
disposition of the hydro-electric plant at Muscle Shoals, 
Ala., the railroad consolidation bill, the bill bringing 
interstate auto busses within the jurisdiction of the In- 
Commerce the federal power 
commission bill, the wireless communication bill, and 
several others of lesser note. 


terstate Commission, 
This is a campaign year 
with signs at hand to indicate something of a hot fight 
but by the time this bulletin is published the record will 
have been about completed and that record, many pre- 
dict, will not include much beyond farm relief and tariff 
revision in addition to the routine appropriation meas- 
ures. 
LEGISLATION 

At this writing desperate efforts are being made in 
the Senate to complete its consideration for the time be- 
ing of the pending tariff bill. As illustrations of the 
results of the consideration of this measure by the Sen- 
ate, it may be pointed out that that body has written into 
the bill as it came from the House between 1,500 and 
2,000 amendments and with the exception of the sched- 
ules on agricultural and rayon products every other one 
has been decreased by the Senate as compared with the 
rates approved by the House when it passed the bill. 
The statement has been made that the conferees of the 
House will require about four weeks to go over the bill 
when it is received back from the Senate and that an 
additional two weeks will be required by the House it- 
self when it is reported out of the conference. There is 
some talk of the Senate taking a brief recess when it 
finishes with the Tariff bill in order to afford its mem- 
bers a little rest before tackling the very important an- 
nual appropriation bills for the government depart- 
ments as well as the various other measures that have 
been held up by the tariff bill. The House has already 
passed the departmental appropriation bills as well as 
the First Deficiency bill for 1930. 

Among the bills that have passed the House and 
awaiting action by the Senate are some of particular in- 
terest to retailers, such as H. R. 1234, designed to per- 
mit the Post Office Department to collect a demurrage 
charge on undelivered collect-on-delivery parcels when 


the addressee fails to remove same from the post office 
within fifteen days from the first attempt to deliver or 
the first notice of arrival at the office of address; H. R. 
8650, designed to permit the same department to charge 
a fee on a commission basis where undeliverable parcels 
containing perishable matter are sold by the Department 
and the proceeds remitted to the addressee; and H. R. 
119, designed to prohibit the sending and receipt of 
stolen property through interstate and foreign com- 
merce, and said to include the hidden assets of bank- 
rupts as well. 


DEPARTMENT OF COMMERCE 

In connection with the study into the causes of busi- 
ness failures now being conducted in Newark, N. J., 
by the Department of Commerce in conjunction with 
certain private research organizations, it is announced 
that out of 55 cases of business failure already analyzed 
43 of them might have been prevented had such good 
business practices such as taking inventory, keeping 
careful accounts, and avoiding improper extensions of 
credit been followed. 

It is further stated that while the brief study of the 
general subject precludes definite conclusions at this time, 
the investigators nevertheless are convinced that pre- 
vention is more necessary than an attempt to salvage 
business wrecks. Education of the business community 
by more detailed credit studies and widespread dissem- 
ination of the findings was suggested as one remedy for 
the conditions uncovered in the study to date. 


This study is also expected to restablish the necessity 
of more effective control of debtors who fail to con- 
form to the average. It has been also suggested that the 
isolation of such persons not only would protect the 
community against future injury by the individuals so 
quarantined, but would act as a deterrent to those who 
are inclined to feel that their own conduct is a matter 
of indifference to the community which must share the 
burden of their ultimate collapse, the Department so 
stated. 

WAR DEPARTMENT 

River and harbor work under the Administration’s 
program on the $212,000,000 of projects already au- 
thorized and the $325,000,000 of additional projects 
carried in the pending omnibus river and harbor bill will 
be performed in the following manner and order: 

First, work necessary to be completed immediately 
without delay. 

Second, work essential to the completed system to be 
finished within the next 5, 10 or 12 years. 

Third, projects of doubtful value to the system at this 
time but worthy of consideration at some future time. 
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The Secretary of War has reiterated the statement 
made at a previous conference to the effect that the whole 
rivers and harbors program is being considered from a 
national viewpoint and contemplates a unified system. 
The Administration’s program is to put this unified sys- 
tem into operation and the money which is to be spent 
annually will be the amount that can be economically 
expended with the unified system in view at all times. 


RECENT COURT DECISIONS 


A recent decision of the Supreme Court of Arkansas 
held that a telephone company was not liable for more 
than nominal damages where it had failed to complete a 
long distance call when the importance of the call was 
not made known to it. In the case in question a flour 
broker sought to recover the loss he sustained in ful- 
filling a contract which he had endeavored to cancel by 
placing a long distance call with the telephone company 
to give the buyer the required notice, but the call was not 
completed and he was required to perform the contract. 
Counsel for the plaintiff sought to have the court follow 
the decisions in cases which held that telegraph com- 
panies were liable for special damages. However, the 
court pointed out the distinction between the instant case 
and those cited, in that the telegraph companies had no- 
tice of the special importance of the messages. (South- 
west Telephone Co. v. Carter, unreported as yet.) 

In the case of First National Bank of Frankfort vs. 
Hannah Halstead, et al, South Dakota Supreme Court 
No. 6113, it was held that a creditor of a beneficiary 
under a policy with a fraternal organization was not 
entitled to garnishee the funds payable under such policy 
when such funds did not exceed $5,000, which amount 
was exempted by the Code of South Dakota to the “‘sur- 
viving widow, husband, minor child or children.” The 
lower court had ruled that the defendant, a widow, was 
only entitled to an exemption of $750 and gave judgment 
for $2,250 and costs. The plaintiff had attacked the con- 
stitutionality of the exempting statute but the Supreme 
Court in its decision upheld it. 

The Third Civil Appeals Court of Austin, Tex., in a 
decision rendered early in March, held that the Austin 
Retail Merchants’ Association was not subject to State 
the franchise tax. 

A material man, who receives negotiable instruments 
in partial payment of a claim against a contractor for 
public works, but does not accept them as payment or on 
account of payment, may recover their amount from 
the contractor’s surety under Chapter 75, P. L. 1918 of 
New Jersey, if the negotiable instruments mature before 
suit was, or could have been, brought under the Statute, 
according to the New Jersey Court of Errors and Ap- 
peals in a recent decision. The surety company had 
contended that acceptance of the negotiable paper by the 
material man extended the credit until the date of matu- 
rity and that, at the time the statement of indebtedness 
was furnished the amount in dispute was not “due” and 
consequently could neither be lawfully included in the 
statement nor successfully made the subject of the suit 


in question. However, the court held that when the 
statement was rendered the entire amount was due in the 
sense that it was unpaid indebtedness even though as 
to a part of it a fixed day of payment had not been 
reached and passed. (J. Jacob Shannon & Co. v. Con- 
tinental Casualty Co., unreported as yet.) 





Fort Worth Association 
Holds “Frolic” 


HE third Annual Frolic of the Fort Worth Retail 
Credit Men was held in the Crystal Ball Room of 
the Texas Hotel on March 21. 

About 275 plates were served to Credit Men and their 
ladies at Fort Worth, Dallas, Wichita Falls and other 
places in North Texas. 

The Frolic was after the manner of the Gridiron Club 
at Washington, D. C., there being four grand divisions 
of the evening’s entertainment, dinner, frolic, distri- 
bution of prizes and dancing. 

A near panic occurred when a force of Texas Rang- 
ers crashed the door, and called on all the men present 
to stand and be searched for liquor. 

The Frolic was conducted by W. M. Feely, Mayor of 
the City of Escota, Texas, (a born humorist). No one 
escaped notice. Past State President Jno. E. Phillips 
had prepared an elaborate report of his administration; 
but was called down after trying to talk for thirty sec- 
onds. J. Woodson Moore, President of the local Asso- 
ciation, was allowed sixteen seconds before he got the 
hook. Eddie Chilton, Zeigelmeyer and Cottingham of 
Dallas, were exhibited, but not allowed to talk. Bob 
Stern, National Director, was introduced—as Director 
of guests to the elevator. Miss Norene Freeman, the 
latest engaged girl in the office of the Fort Worth 
Bureau, had her engagement very publicly announced, 
and amidst cheers and laughter, was compelled to stand 
up with her fiance, F. M. Baker, as if on exhibition. 

Miss Fannie Palmer; also of the Bureau, and her sister 
Adele, showed their versatility by giving a clog dance. 
A hula-hula dance by one of the Dallas guests was much 
admired, especially by the out of town guests, and so on, 
and so on, ad infinitum. 

And the evening wound up with two hours dancing to 
music of the Maurice Band. 

The entire entertainment went through without a sin- 


gle hitch, and more fun and laughing than the guests had 
had in many a year. 





For the good of all— 


Your help is asked in stamping out the Direct Inquir 
in the Cleveland District. Genstent education is inalines. 
ing our members to send to us, unanswered, all requests 
for credit information. We forward these inquiries to 
the National member in the city of origin. 

If you'll do the same with inquiries originating in 
Cleveland everyone will benefit. 

THE CLEVELAND RETAIL CREDIT MEN’S CO. 
500 National City Bank Bldg. 
Cleveland, Ohio 
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in Handling Charges 
is Not Enough... 


PEED is the cry of the modern 

age. But speed alone is not 
enough. In every business activity 
into which speed enters there are 
other factors even more vital. 


So it is with handling charges. 
When a customer says ‘‘Charge it,”’ 
she expects quick service, but not 
at the cost of courtesy and dignity. 


Lamson Clerk Wrap Tubes keep 
the salesperson with the customer, 
enabling her to give individual 
service, to build good will and to 
make more sales. 


Clerk Wrap Tubes swiftly con- 
vey the charge check to the author- 
izer the instant a sale is made— 
no matter how busy the store or the 
departrnent may be. Control is 
positive because errors are caught 
and corrected before the customer 





Service to customers is courteous, dignified and 
uniformly swift with Lamson Clerk Wrap Tubes. 


leaves the store. And when authori- 
zers approve a charge check, their 
responsibility is fixed by their indi- 
vidual stamp on the check itself. 


These are only a few of the 
reasons why America’s leading 
stores prefer this safe method of 
authorizing. Another is the low 
cost of pneumatic tubes and the 
fact that you need purchase but one 
system, which handles all your 
sales—cash and all special trans- 
actions—as well as charges. 
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THE LAMSON COMPANY 


Syracuse, New York 





Errors are caught and corrected before the 
merchandise is released, with Lamson Offices in Principal Cities 


STORE SYSTEMS 


‘LAMSON STORE SYSTEM 
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Chamber of Commerce and the 
Credit Bureau 
(Continued from page 12) 


had, but he began to slip. His work was not up to par. 
About the same time that the individual’s name came up 
for discussion in the weekly session of the Retail Credit 
Council, a member of the staff happened to overhear a 
remark made by the same man’s employer about his un- 
satisfactory work. Now, two and two make four, not 
only once in a while but all the time, and nothing causes 
a poor workman quicker than an assortment of debts, 
with that dread spectre of garnishee continually casting 
its shadow over his shoulder. We confidentially told the 
story to the employer. He called his workman in, talked 
out the whole situation with him, advanced him about 
$200 to clean up the entire flock of bills, and, calling me 
a couple of weeks later said, “I’ve had my return out of 
improved work even if I wasn’t being paid back part 
of the loan each week.” 

With the name of the Chamber of Commerce attached 
to it, advertising of “Payup Week” Protect Your Credit, 
or pay-your-bills series, carries much greater weight 
than if they are signed by merchants alone or a private 
or merchant owned credit bureau. Why? For just 
the same reason that the Associated Industries, com- 
posed solely of manufacturers, has asked the Chambers 
of Commerce of the State to carry on their campaign 
among the legislators at Albany to keep New York State 
from increasing the tax and production burden that they 
have already hung about the necks of New York State 
manufacturers. The Chamber of Commerce angle is 
impersonal. It can never be termed selfish if it is the 
right kind of an organization. The signature represents 
the broader field of the community. In credit adver- 
tising, nobody can remark, “Must be them there retailers 
is getting hard up.” 

But while your community at large needs education 
on the credit habits of the members of its families, so 
also do your own retailers and merchants need just as 
much training on what to do about extension of credit. 
For your retailers alone, the National Retail Credit As- 
sociation has prepared a suggested course. Most of you, 
I believe, represent this particular group of merchan- 
disers. There may be some exceptions, but in the aver- 
age community, wholesalers and manufacturers are not 
included in your groups. The National Association of 
Credit Men has prepared a course of these other sections 
of the community family, but as a Chamber of Com- 
merce, not being satisfied with the separate programs, 
we have originated a course in Binghamton that has been 
approved by the executive officers of both of these na- 
tional bodies. They are keeping an eye on the project 
and asking for copies of all material used. Advance 
folders on the series were sent to most of you. 

By bringing in outside speakers, the appetites of 
Binghamton business men were whetted to make their 
mouths water for more knowledge about credits. A 
joint committee of wholesalers and retailers organized 
and launched a 16-weeks’ course of “Training for Credit 


Service” which began last Thursday night and for an 
hour and a half each Thursday evening for four months, 
D. Walter Morton, director of the Extension School of 
Syracuse University, former dean of the Schools of 
Commerce of the University of Oregon and the Uni- 
versity of Southern California, will conduct a lecture 
period followed by an open forum session. Grrizzled- 
headed creditmen are sitting in Central high school desks 
alongside of budding, bob-haired book-keepers and with 
enrollments at $15 each for the course, there were ap- 
proximately 100 who started off with the first of the 
series last week. The basis of the course is “not theory 
but red-blooded practice.” In the fast changing busi- 
ness cycles of today, yesterday’s methods and practices 
rapidly become obsolete and dangerous. Today’s new 
fundamentals are for manufacturers and wholesalers, 
as well as retailers. 

Thus, whether your credit bureau be privately or mer- 
chant owned, or whether it is operated as a Chamber of 
Commerce branch, I believe that the Chamber of Com- 
merce of your city or town has considerable responsi- 
bility toward it. If it is so functioning that your mer- 
chandising community has no complaints to make against 
it, your Chamber certainly has no work in that direction. 
If, however, there be flaws in the service, your principal 
community organization has every reason to insist upon 
improvement and correction. Through its Retail Mer- 
chants Bureau activities, that same Chamber of Com- 
merce has the responsibility of aiding your merchan- 
disers to an education of your community toward a sane 
use of credit privileges instead of the insane orgies suf- 
fered by some localities. Third, in its responsibility to- 
ward a well balanced merchandising section of its city 
life, the Chamber of Commerce should at least once an- 
nually, if not more frequently, give its retailers an op- 
portunity to learn up to the minute credit practices and 
methods, because taken as a whole only a very small per- 
centage of your retailers attend their state or national 
conventions, or even seriously read their trade papers. 
No matter who owns or operates the bureau in your par- 
ticular city or town, there should be no friction between 
your chamber and the bureau, if both are functioning 
efficiently. At the same time there does exist and always 
will, very definite responsibilities that the chamber 
should assume toward the minimizing of homes made 
unhappy by excessive debts, which weaken the entire 
labor fibre of your various industrial circles. In doing 
this, they will also be reducing the number of cases of 
bad publicity which come when some store in your city 
either says, “Good Morning Mr. Sheriff” or takes off 
its hat in the bankruptcy courts. 

I believe that if more Chambers of Commerce as 
sumed a sympathetic and helpful attitude toward busi- 
ness, commercial and industrial, already existing in theit 
cities and towns instead of trying to sandbag a business 
in some other town and haul it to their own, fewef 
Chambers of Commerce would be suffering fram weak 
budgets. I cite you the Binghamton Chamber of Contr 
merce as evidence of my argument. Right in the heart 
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of the stock market earthquake last Fall, we increased 
our budget from $36,700 to well past the $50,000 mark. 
We believe in happy homes, happy customers, happy re- 
tailers and happy manufacturers. Amid all of this mad 
rush and turmoil of today’s living, everyone is seeking 
just one thing—Contentment. If you question that state- 
ment, analyze the actions and aims of any individual or 
group that you yourself can pick. The city that is able 
to advertise happiness and contentment need mention 
no other assets. One of the major requisites for such a 
frame of mind is the absence of overstrained credit. 
Credit experience clearing can never accomplish it alone. 
Both the retailer and his customers need considerable 
education but, of course, we could not tell them that in 
such blunt words. The dose must be sugar-coated and 
your Chamber of Commerce should realize its job in not 
only putting on the sugar but in seeing that both patients 
digest the remedy. 





Cedar Rapids Association 


Active 
N FEB. 26, 1930, interested business and profes- 
sional men of Cedar Rapids, Iowa, held an organi- 
zational meeting at which the Cedar Rapids Retail Credit 
Association was formed. Officers and directors elected 
were: R. A. Vetter, President; H. T. Barry, Vice-pres- 
ident; H. C. Bush, Secretary; F. G. Kellogg, Treasurer ; 
the directors were Miss Ida Boettcher, Armstrong Cloth- 
ing Company; George Corey, New Process Laundry; 
Hearn, Rude Auto Company; Miss Edna 
Kunkle, Snyder’s Shoe Store; Balcom Luberger, Lu- 
berger Company; C. P. Miller, King’s Crown Plaster 
Company ; Walter E. Miller, Stop & Shop Grocery ; Wm. 
Rinderknecht, Peoples Savings Bank; W. O. Schultz, 
S. & W. Auto Supply Company; J. J. Spengler, New- 
man’s; A. C. Winne, Winne Coal Company; T. H. 
Wright, Jr., Blue Valley Dairy Company. 
This new local association starts off with bright pros- 
pects, having eighteen charter members. Mr. H. C. 
Bush, Secretary says: 


George 


“We feel that within six months from our organiza- 
tion date, we should have at least one hundred members. 
In fact, it is our aim to make our entire organization 
100% National. Our first real meeting was held March 
27 at which time we had Mr. Ray Halstead of Des 
Moines, Iowa, as our guest speaker. 


“We believe that the organization of our Credit Asso- 


| ciation will meet improved credit conditions in Cedar 


Rapids. It is the expectation of our officers and direc- 


| ‘ors to avail ourselves of every facility of the National 


Association from an educational standpoint. We are 
enthusiastic as to the prospects ahead of us and believe 
that within a comparatively short time we will have one 


of the best local associations to be found any place in 
the middle west.” 






















BECAUSE ‘“‘MUN-KEE PADS”’ 
ARE DIFFERENT— 


And because we want you to note their superiority 
for yourself, we will be glad to send you one of 
these pads on trial. 

Use it on your desk for ten days and if at the 
end of that period you are not convinced that the 
“Mun-Kee” is the finest stamp pad you have ever 
used, you are at liberty to return it at our expense 
and no charge will be made. 

















The “Mun-Kee” Silent Stamp Pad is scientifically 
constructed so as to give you the utmost efficiency 
and greatest durability at a low cost. 

It is made with rubber base to prevent scratching 
of desk—inking surface that is reversible and re- 
placeable—unique method of re-inking which is 
clean and simple—all for the price of $1.50. 


TRY ONE TODAY! 


If your stationer or rubber stamp 
dealer can’t supply you, fill in 
the attached coupon 


MUN-KEE PRODUCTS CORP. 
Newark, N. J. 


Mun-Kee Products Corp. 

Newark, N. J. 

Send me a Mun-Kee Stamp Pad on trial. If not satisfactory I 
will return it in good condition in ten days or pay the regular 
price of $1.50. 
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Knoxville Association Elect 
Officers 


The Knoxville, Tenn., Re- 
tail Credit Association at its 
annual meeting elected 
George H. Smith, President 
and A. C. Bittle, Secretary- 
Manager. 

George H. .Smith, treas- 
urer of W. J. Heins, Inc., 
Jewelers, Knoxville, Tenn., 
is a former councilman-at- 
large of the City of Knox- 
ville, having been elected on 
a ticket sponsored by busi- 
ness men interested in city 
manager government. He is . 
actively connected either as director or committeeman, 1n 
the . Independent Merchants 
Association of Knoxville, 
the Community Chest, and 
the American National Retail 
™ Jewelers Association. He is 
| past president of the Knox- 
ville Exchange Club, the 
Shrine Luncheon Club, and 
the Tennessee Retail Jewel- 
ers Association. 

Audrey C. Bittle, Secre- 
tary-Treasurer Retail Credit 
Association of Knoxville, 
Tenn.. Chairman District No. 
8 Membership Organization National Retail Credit As- 
sociation and member of the Civic Club and a Director 
of “Lions” Club, is a native Tennessean, having been 
in Knoxville since 1910, formerly connected with South- 
ern Railway Co., as City Ticket Agent, later City Na- 
tional Bank in several capacities coming to the Credit 
Association while employed as Note Teller with the bank, 
which gave opportunity to become acquainted with the 
Credit standing of a large portion of Knoxville’s popu- 
lation from a bank’s standpoint. 

Elected Secretary-Treasurer March 18, 1929, going 
with Association April 8, 1929, re-elected Feb. 17, 1930. 

The organization under the leaders of D. G. Cockrum, 
retiring President, and A. C. Bittle, has shown fine prog- 
ress during the past year and has over 140,000 record 
cards in its files. 





George H. Smith 





Audrey C. Bittle. 





For the good of all— 


Your help is asked in stamping out the Direct Inquiry 
in the Cleveland District. Constant education is instruct- 
ing our members to send to us, unanswered, all requests 
for credit information. We forward these inquires to the 
National member in the city or origin. 

If you'll do the same with inquiries originating in 
Cleveland everyone will benefit. 

THE CLEVELAND RETAIL CREDIT MEN’S CO. 
500 National City Bank Bldg. 
Cleveland, Ohio 











Locating Skips 
(Continued from page 16) 


(34) Capitalize the psychology connected with the merry 
Yuletide season, when everyone expects to receive something. 


During the month of December, in those localities 
where Christmas Savings Clubs are popular among even 
the most illiterate, you will always get quick action, in 
the case of a tracer, by saying: “We are sending out 
Christmas checks, and I was asked to call and learn how 
Mrs. Jones (giving the name of the debtor) wants hers 
That leads into a discussion about the 
debtor, and the information you seek comes easily. You 
don’t say you are from any bank, or from anywhere. 
Results come more from what you DON’T say than 
from what you DO say. There is wonderful power in 
intimation or suggestion—just say enough to arouse the 
cupidity of the one whom you are working on. 


(35) Find the catty and gossipy woman in the neighborhood 
who has a grudge against the skip you are hunting. The gossip 
will make your way easy, and will do all the locating detail. 


Here is a true romance: A young couple, the Johns, 
established a neat home in a quiet neighborhood, and 
Mrs. John filled it with lovely things—on credit. Mr. 
John had a nice position with a lumber company, and 
for two years instalments were kept up promptly. Then 
something happened, as things will happen sometimes, 
and the Johns began slipping. The instalments got in 
arrears, and the family moved out suddenly to an un- 
named locality. A week or so before they moved Mrs. 
John borrowed a cup of sugar from the neighborhood 
gossip, and never paid it back. In tracing the skip, the 
collector sought out the gossip, and she volunteered to 
find Mr. and Mrs. John. This was accomplished neatly 
and successfully after three days. The gossip paid a 
visit to a woman in a distant part of the city who was a 
close friend of Mrs. John, and the friend spilled the 
information about Mrs. John’s new address. The gossip 
relayed the information to the collector, and the rest was 
easy. Thus did a cup of borrowed sugar sweeten the 
pathway of the colléctor and enable him to reap the 
rewards of the spiteful gossip’s labors. 


addressed.” 





Debt 


There’s much of virtue in a debt— 
Particularly when it’s met 

With promptness on the day it’s due, 
Which proves there’s virtue, too, in you. 


There’s virtue in a debt, for see— 

Ere you may borrow there must be 
Unveiled a score of yesterdays, 

And each must say, for you, “He Pays.” 


A debt shows faith in you, and then— 

It shows also your faith in men. 

Faith in yourself a debt proclaims, 

Faith in your dreams, your hopes, your aims. 


In debt there’s much of virtue, when— 

It forces you to fight again, 

To struggle on till dreams come true, 

Proving the faith men have in you. 
Grady—Duluth. 











Si 





On 
beauti: 
operat 
Calif. 
see a 
of Mr 
other ; 
trap d 
door v 
the bo 
end, tl 
into th 
The 
the thi 
detecti 
which 
Los A 
matter 
proper 
Carter 
he was 
tified t 
He 
convict 
pick tl 
where 
officers 
were ii 
Ano’ 
to com 
were gs 
other 1 
Fannie 
Goldste 
goods. 
denied 
ing tha 
a dinne 
to be f 
the Sa 
home, 
the tri: 
Straw | 
prisone 
Dollars 
Whe 
for the 

They 
the din 
Was th: 














THE CREDIT WORLD for April 





Stores Mutual Protective 
gee /\ssociation Department 


By W. H. Jenkins 


General Manager Stores Mutual Protective Association, St. Louis, Mo. 


On Saturday afternoon, Oct. 12, 1929, two women, 
beautifully dressed, entered the fur store owned and 
operated by G. U. Carter, 3003 N. Main St., Santa Ana, 
Calif. One carried a suit box in her arms. Asking to 
see a fox scarf, the two women engaged the attention 
of Mr. Carter, and while one occupied his attention, the 
other stole a full length coat off of a rack, using the old 
trap door box trick, i. e., the end of the box is really a 
door which opens inward, with the left hand and arm 
the box is held in position, the trap door on the lower 
end, the fingers push the door open, the coat is pushed 
into the box and the door closed. The coat was ermine. 

The theft was discovered within a few minutes, but 
the thieves had used those minutes to escape. Calling 
detectives, Mr. Carter traced the thieves to a sedan, 
which had been parked nearby, and traced the sedan to 
Los Angeles, at which point Mr. Carter turned the 
matter over to the Los Angeles police. That this was the 
proper move, was proven one week later, when Mr. 
Carter was called by the Los Angeles Department, where 
he was shown through the Criminal Gallery, and iden- 
tified the pictures of the two women. 

He was warned that these people would be hard to 
convict, but regardless of that, he asked the police to 
pick them up. Meantime, he returned to Santa Ana 
where he obtained warrants. Meantime the Los Angeles 
officers brought the photos to Santa Ana where they 
were identified by employees of the Carter Store. 

Another week elapsed when Mr. Carter was notified 
to come to Los Angeles where a number of suspects 
were shown up, afé identified one of the women, the 
other not being amgng the lot. The woman identified is 
Fannie Singer, aljas Emma Goldberg, alias Fannie 
Goldstein, wife of Sam Singer, a receiver of stolen 
goods. Naturally when charged with the crime, she 
denied it, or that she had ever been in Santa Ana, stat- 
ing that on the day in question she was at home giving 
a dinner party to some friends, but Mr. Carter was not 
to be frightened, and insisted that she be turned over to 
the Santa Ana authorities, which was done. Arriving 
home, Mr. Carter went to the Court and conferred with 
the trial judge, calling his attention to the danger of 
straw bail and almost certain jumping of bond by the 
prisoner. His Honor fixed her bond at Ten Thousand 
Dollars, which was immediately produced. 

When her case came up she produced eight witnesses 
for the Dinner Party Alibi. 

They all testified that they were all there that day at 
the dinner party, that no one left the house, the result 
was that the jury hung 9 to 3 for acquittal. 


Did Mr. Carter become frightened? Did he become 
afraid of a damage suit? Did he become tired? Dis- 
gusted? He did not. He employed an attorney, detec- 
tives to investigate the alibi, and the witnesses, and in the 
face of discouragement he persisted. The witnesses were 
all of Los Angeles and were Sarah Groupp, Abe Levene, 
Sarah Levene, Sam Levene, Sam Steinberg, and Emma 
Steinberg. 

Finally after an investigation, the Los Angeles police 
arrested Sarah Groupp and Emma Steinberg. The usual 
questioning broke Sarah Groupp, who confessed to per- 
jury, and that the witnesses were promised twenty-five 
dollars each to swear to the dinner party story. With 
this evidence the indomitable Mr. Carter soon had two 
others eager to confess. Now occurred the first lucky 
break for Carter. Bessie Pohlman, one of the gang, got 
into a fight with Fannie Singer and broke Singer’s arm. 

Singer was ordered back for trial and the prosecu- 
tion, testified to the facts as at the first trial, then the 
defense put on their alibi witnesses, who again testified 
as before, and as fast as they left the witness stand 
they were arrested for perjury and put in jail. Then 
Sarah Groupp was placed on the stand and con- 
fessed the whole alibi plot, that she had formerly been 
under the orders of Mr. and Mrs. Singer. The Court 
then ordered the arrest of Sam Singer and charged him 
with subordination of perjury. Fannie Singer then con- 
fessed that she was guilty as charged and was ready to 
talk. 

Now, at the second trial, Sam Pohlman had put up 
all the monies necessary and it now developed that his 
wife, Bessie Pohlman was the second thief in the case, 
and that Sarah Groupp had been the driver of the sedan, 
that she had lain down in the car, while parked, to escape 
observation, and that Bessie Pohlman had disappeared. 

But Carter still does not stop, he institutes a search 
for Bessie Pohlman, who was finally located in Oakland, 
Calif., arrested and brought back for trial and now 
comes the fixer. Carter is told that the gang has sold his 
coat in Holyoke, Mass., through their New York City 
connections, that they have connections in Kansas City, 
St. Louis, Chicago, and New York. That they are sorry 
to have caused him so much trouble, and are now ready 
to pay off. 

How many of you merchants would have refused 
the money? Here is a chance to get the cash for the 
ermine coat, for several other furs, all his expenses in 
this case, including presents to officers, lost time for him- 
self, detective hire, attorney fees, etc., particularly the 
etc. Like the real man he is, Carter refused. Fannie 
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Singer was sentenced February 7, to one to ten years, 
no mercy recommended. 

Seeing in this story what may develop into a nation- 
wide clean up of dangerous fur thieves, I am in touch 
with Mr. Carter and on February 24, I received the fol- 
lowing telegram from him, in response to my letters: 
ALL INFORMATION ON SHOP LIFTERS BEING COM- 
PILED FOR YOU FURTHER DEVELOPMENT IN 
OTHER CASES STOP WILL ANSWER LETTER TO- 
MORROW WITH FULL INFORMATION HOPE OUR 
APPEAL WILL MEET WITH SUCCESS WILL STAY IN 
THE JOB PROSECUTING ALL CASES UNTIL CLOSED 
THANKS FOR COOPERATION. 

G. U. CARTER. 

I also propose that we raise some money to help de- 
fray his loss, $2,800.00 to date. Here is the ideal mer- 
chant, a man who is willing to drop financial considera- 
tion for the purpose of breaking up a gang of thieves, 
on the principle that what hurts him, hurts you. 

We have now received from Mr. Carter, the photo- 
graphs and histories of twelve members of this organi- 
zation of nationally known shoplifters. Bessie Pohl- 
man, after being returned from Oakland, California, was 
admitted to bail and disappeared, ana has been traced 
to New York City, and re-arrested there, and Mr. Car- 
ter is sending officers to New York to bring her back. 

Mr. Carter was offered a sum of money by Sarah 
Groupp, a daughter of Bessie Pohlman, if he would fail 
to identify Bessie Pohlman when she is returned as one 
of the thieves. He reported this attempt of bribery to 
the Los Angeles police department and Mrs. Groupp has 
been arrested for attempted bribery. 

No. 1 is Fannie Singer, alias Lillian Goldstein, Fannie 
Galla, and nine other aliases, she is described as Jewish, 
46 years, hazel eyes, black hair slightly gray, 192 Ibs., 
5’ 3”. She is the ring leader of this gang of traveling 
shoplifters, and is now serving from one to ten years 
in San Quentin prison for this job. 

No. 2, Bessie Pohlman, whose photograph is next, is 
the other member of this mob who assisted Singer in 
stealing the ermine coat from Carter. She is the woman 
referred to above, whose daughter offered Mr. Carter 
a very substantial sum of money to fail to identify her 
when she is returned for trial. She is described as 
Jewish, 5’ 2%”, brown eyes, black hair, 155 lbs., 46 
years. She has six aliases; Bessie Feldman, May Green, 
Leiah Green, Sophie Rosenthal, Bessie Perlman and 
Fannie Green. 

This subject has been a member of the Singer mob 
for the past twenty years, having served time in New 
York county penitentiary, at present the subject is liv- 
ing at the home of a fence named “Frenchy,” is travel- 
ing with a 14-year-old daughter named Cecelia. Subject 
is the wife of Sam Pohlman, alias Chalkman, a pick- 
pocket. 

No.2 is Sam Pohlman, the husband of Bessie Pohl- 
man, and the father of Sarah Group. He is a known 
pickpocket and a fence for the Singer mob. 

No. 3a is photograph and description of Sam Singer, 
husband of Fannie Singer. He is 47 years of age, 5’ 7”, 
150 Ibs., dark brown hair, and dark eyes, and dark mus- 
tache. From information we have Sam Singer has been 








No. 4 


arrested several times in the East and Canada but we § 


have been unable to obtain his complete record. Subject 
was arrested in Los Angeles for beating up a Stale 
witness in his wife’s trial. Has acted as a fence and g0 
between for the mob. 

No. 4 is Sarah Groupp, daughter of Sam and Bessit 
Pohlman. Described as Jew, 21, 5’ 7”, 110 Ibs., black 
hair and eyes. This young woman drives the blac 
sedan through Pacific Coast cities on shoplifting touts 
and always lies down in the car after the car is parked 
in the street to avoid being seen. She wraps and at 
dresses and ships all the furs as they are stolen. 

Nos. 5 and 6 are the Bishop women, who are the St 
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Louis and Kansas City ends of this clique, and who are 
wanted now in St. Louis for the theft of mink coats. 
They were not arrested in Los Angeles with the others 
of the mob, because they eluded the police and got away. 
: No. 5 is Mrs. Mary Bishop, alias Cecelia Clark, Nell 
Risso. No. 6 is Mrs. May Bishop, alias Nan or May 
' Tanner, May Garfield. 

; No. 7, Anna Cohen, alias Ella Stein, and twelve other 
aliases, is one of three shoplifters arrested some time 
' ago in Omaha, Nebr. She has not been arrested but is 
being searched for in Boston and Chicago, in one of 
which cities she is supposed to be. She is described as 
Jew, 41 years, 5’, 150 Ibs., auburn hair. 

No. 8, Margaret Koviac, Hungarian, 34 years, 5’ 6”, 
172 lbs., blue eyes, blonde hair, alias Margaret Shields, 
and others. 

No. 9, Vera Keller, Jew, 49 years, 5’ 3”, 160 lbs., dark 
brown hair and eyes. Alias Lena Krint and four other 
aliases. 








No. 10, Helen Neary, alias Jane Williams. Arrested 
some time ago in Omaha with Anna Cohen and Nathan 
Rosenbaum. 

No. 10a, Nathan Rosenbaum. 

These last four constitute other members of the mob. 
We are still working on this matter, because we have 
not yet identified the Eastern correspondent of this mob, 
but expect to have this information shortly. 

The above is the experience of Mr. G. U. Carter, 
Furrier, 3003 No. Main St., Santa Ana, Calif., who 
appeared at the meeting of combined Wholesalers and 
Retailers Association and allied fur men of Los Angeles, 
Calif. on convention activities in connection with the 
forthcoming National Convention of the Fur Industry, 
tobe held April 28, 29, 30, 1930, at Los Angeles. 

May it appeal to you that Los Angeles has contributed 
a an appreciation for the good work done, to spare us 
from depredation from this shoplifters ring, that you 
find it convenient, each and every one to make such con- 
tribution as you may yourself feel justified, however 
small. 

You may send your remittance either to Mr. G. U. 
Carter, Santa Ana, or the COMMITTEE ON PRO- 
TECTION WHOLESALE & RETAIL FUR 
TRADE, 635 So. Hill St., Los Angeles, Calif. 

Because Mr. Carter is only a small furrier in a small 





it we § ‘Wn, and because he has shown fortitude enough to 
ibject § “try him through a very dangerous undertaking, and 
State fF because he has refused bribes offered by these thieves 
nd go § get him to drop the case, and allow them to escape, 
thus enabling them to again prey on the fur stores of 
Bessie § ‘te United States, I respectfully suggest that you might 
plack § usider it the duty of every retailer of manufactured 
black § ‘urs, to whom a copy of this paper comes, to do your 
touts, § Share to help to defray the enormous expense, which is 
parked being met by Mr. Carter. 
nd at § The completion of this story of the battle with or- 
ganized thieves will reach you through the same chan- 
the St § "ls as soon as possible. There are additional mem- 


bers of this mob who have not been apprehended. There 
is the Milwaukee, Chicago, the New York and other 
Eastern points which connections have not been cleared 
up. We know the two Kansas City and St. Louis con- 
nections, Mary Bishop, 5560 Pershing, caught shoplift- 
ing at Famous Barr, Oct. 31, 1927, and was arrested, 
also Mrs. Nellie Risso, 3737 Olive St., shoplifter caught 
at Stix Baer & Fuller on Mar. 22, 1927, and was ar- 
rested, in St. Louis with Ruth Bailey, fur thief, who was 
also arrested on Oct. 6, 1924, for shoplifting, and sen- 
tenced to six months in the workhouse. 

. RECORD OF FANNIE SINGER 


Finger Print 32-00 - 21; 32-11 - 17. 
‘ eee Jew, 46—Hazel Eyes, Black hair, slightly grey, 192 Ibs. 
1334”. 
Aliases: Lillian Goldstein, Fannie Singer, Fannie Galla, Fannie Feld- 
man, Fannie Kale, Fannie Derozinsky, Fannie Sanderovitz, Anna Polack, 
Fannie Bodner, Helen Bluefell, Anna Polock, Lillie Goldstein. 

Los Angeles No. 28878. 


RECORD 
12-10-15 Cincinnati, Ohio, Larceny. Jumped bond. 
1 -12-17 Cincinnati, Ohio. Larceny. Jumped bond. 
4-10-17 70841 Chicago, Ill. Larceny. 1 day and $25.00 fine. 
6 - 8-17 Syracuse, N. Y. Larceny. Forfeit $2,500.00 bond. 
1 -17-20 Detroit. Larceny. Jumped bond. 
5 -19-20 Philadelphia, Pa. Larceny. Jumped bond. 
4 - 2-24 1624 Pasadena, Calif. Inv. Shoplifting—Released. 


6 - 2-24 5530 San Bernardino, Calif., Petty Larceny. Forfeit $200.00. 


12-14-28 a San Francisco, Calif., $1,000.00 Vag. Known Shop- 
ifter. 

2 - 6-29 Wanted at Long Beach, Calif. for Grand Theft. 

10-19-29 Wanted for Grand Theft warrant at Santa Ana, Calif. Notify 
Williams and McCreadie, Los Angeles Shoplifting Detail. 

4 -23-15 12602 Boston, Mass. Shoplifting. 

10-27-29 Arrested on Grand Theft warrant for Santa Ana, Calif. 

10-27-29 119217 to L. A. County and delivered to Santa Ana, Calif. 

1 - 4-30 Los Angeles, disturbing peace and medical treatment, beating up 


_ States witness. 

Subject sentenced Feb. 7, 1-10 years—no mercy—10 years recommended. 

—serving in San Quentin prison. 
RECORD OF BESSIE POHLMAN 

Finger prints 1 U 00 00 13; 1 U 00 00 16. 

Description: Jew, 5’2%” Brown Eyes—Black Hair 155 lbs, 46 Years. 

Aliases: Bessie Feldman, May Green, Leiah Green, Sophie Rosenthal, 
Bessie Pearlman, Fannie Green. 

. Los Angles No. C 3879; San Frenciecs, 42066. 


Cc 
Fined $25.00. 


4 -23-15 Boston, Mass. Larceny. 

4 -29-15 Paid Fine. 

11-10-16 Chicago, Ill. Suspect. 1 day house of correction. 

10-23-17 Detroit, Mich. Larceny. No dispositton. 

1 -18-18 Philadelphia, Pa. Larceny by shoplifting, discharged: 1:30-18. 

11-10-18 38173 Philadelphia, Pa. Larceny by shoplifting—60 days City 
Jail—5-16-19 paroled. 

2 -23-22 Le: PO aaa ity. Petty Larceny—Shoplifting Penitentiary— 

-15-22. 

12-14-28 42066 San Francisco. Susp. Shoplifting. 

2 - 6-29 Long Beach, Calif. Wanted for Burglary. 

2 -10-30 Santa Ana, Calif. Wanted on Felony warrant for shoplifting. 


Notify Los Angeles officers, McCreadie and Williams: Shop- 
lifting detail. 

This subject has been a member of the Singer mob for past 20 years 
having served time in New York County Penitentiary, at the present time 
subject is in either Brooklyn, N. Y., or Chicago, IIl., living at the 
home of a fence named Frenchy, is traveling with 14 year old daughter 
named Ceclia. Subject is wife of San Pohlman, alias Chalkman, a pick- 
pocket. Sara Groupp another daughter is a member of this mob. 


RECORD OF SAM POHLMAN ALIAS CHALKMAN 

Detroit Police Department No. 29977. 

Subject is husband of Bessie Pohlman, wanted by Santa Ana, Calif. 
Record can be obtained from the Detroit Police Department number 
29977 arrested 5-13-27. He is a known pickpocket and a fence for the 
Singer mob. Pohlman’s description will be the same as Detroit only due 
to a long illness he has lost about 30 lbs. and now weighs about 115 Ibs. 
From information on hand he is in the East making connections with his 


wife. 
RECORD OF SAM SINGER 

L. A. No. 29092 M S. 

Description 47—5’7”, 150 lbs, dark brown hair, dark eves and dark 
mustache. From information we have, Sam Singer has been arrested 
several times in the East and Canada but we have been unable to obtain 
his complete record. Subject was arrested in L. A. for beating up a 
State witness in his wife’s trial. Has acted as a fence and go between 


for the mob. 
SARA GROUPP 


Description: Jew, 21, 5’7”, 110 tbs., Black Hair and eyes. 2 

This subject is the daughter of Bessie Pohlman and has been acting as 
a lookout and driver of the auto used on jobs, on the Pacific coast. She 
has been a member of this mob since childhood, at this time we hold state- 
ment from subject in regards to the actions of the mob and stated that she 
drove the car, at this time we have not taken subject into custody but are 
awaiting the apprehension of her mother that our case may be complete. 
This girl addresses all packages shipped to the East and takes care of all 
communications as neither her mothcr nor Fannie Singer nor Sam Singer 
can read nor write. 
MRS. MARY BISHOP, ALIAS CECELIA CLARK, NELL RISSO 
L. A. Number 28587 M 4. ’ 
-22-27 25981 St. Louis. Mo. Shonlifting. | 
- 2-28 16262 Kansas City, Mo. Shoplifting. 
-10-29 54419 L. A. Burglary and Shoplifting. 
-10-29 Bond Forf. Warrant issued. Div 23 9-25-29. 


NNAw 
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MRS. MARY BISHOP, ALIAS NAN OR MAY TANNER, RECORD OF MARGARET KOVIAC 


MAY GARFIELD Finger Print: 15-U 00 14; 20 - 11 18. 
L. A, No. 28587 M 3. . Description: Hungarian, 34 years, 5’6”, 172 Ibs, blue eyes, blonde hair. 
9-11-25 L. A. Susp. G.L. Not Guilty. Aliases: Margaret Shillitani, Mrs. Martin Shields, Margaret Smith, 
1-19-26 14218 Kansas City. Drug Addict. Margaret Koviacs, Margaret Shields. 


7 -10-29 54420 L. A. Burglary and G. T. reduced to P. T., sentenced I 1 
to 6 months, Div. 23, 10-2-29, paroled. Los Angeles, Number 25494 MS. 
Subjects are now around Kansas City and from information are con- 2 - 8-26 Los Angeles. G. L. Shoplifting. Rel. 2-8-26. 
nected with an organized shoplifting ring. 10-28-26 Los Angeles. Volst Act and contributing Rel to Federals 

N.B. The photos of these two subjects have been identified by local 10-28-26. ? 
house detectives as two shoplifters who have been arrested a number of 10-10-28 Los Angeles. Poss. of Liq. 
times here in St. Louis. 12-21-28. Los Angeles. Poss. of Liq. $250.00 or 50 days. 

RECORD OF ANNIE COHEN 1 -16-29 i aa. Pha <i Shentitit 
i i -11-19; , 9X. 8 -31-29 Los Angeles. Gran heft oplifting. : 

ono AE ce Cal sae 8 = 9. 1-29 116682 L. A. Co. Shoplifting. $100.00 or 90 days 10-16-29. 

Omaha Number 12394. ‘ g : 9 -12-29 Los Angeles. G. T. Warrant charging Shoplifting. 

Aliases: Annie Cohen, Paula Feishmidt, Fannie Kopplan, Fannie Par- Subject has been a member of the Singer Mob for the past 6 years and 
low, Ida Goldstein, Sophia Bluoom, Cecelia Suckman, Esther Levin, Alice left L. A. at the time of Fannie Singer’s arrest in company with 
Stein, Fannie Dulmages, Sara Epstein, Ella Stein, Ida Brotski. her husband, Martin Shields, a known pickpocket, their destination was 

. Cc Chicago or Boston, Mass. 


21-29-08 Brooklyn, N. Y. Grand Larceny. Discharged 12-1-13 
12-12-10 Brooklyn, N. Y. P. L. Fined $50.00 4-20-11. RECORD OF VERA KELLER 


10-27-13 New York City, G. L. Discharged. Finger Print: 31-11-18; 32-01-17. 
12- 1-13 Brooklyn, N. Y. G. L, Discharged. Description: Jew, 49 years, 5’3”, 160 lbs., dark brown hair and eye. 


3-10-15 New York City, G. L. Bail Forfeited. Aliases: V Kell 3 Atowich. L Krint, V Goldstein, 
3 -27-16 6393 Buffalo. G. L. Fined $100.00. Lena Kvint, Lena Kooick. a a ee 


10-14-16 Philadelphia. Shoplifting. Mdse. Returned 10-18-16. Value Los Angeles Number 24014 M 2. 
$3.000.00. No complaint. RECORD 
? - 1-17. 15690 Cleveland, O. Susp. Person P. P. $25.00 or 30 days sus- 7 21.23 Pomona, Calif. Mfg. Liq. $300.00 paid 7-23-23. 


10-22-17 pended to leave city. 6 - 2-24 5531 San Bernardino Co., Calif., Shoplifting, $200.00 bond Forf. 


9051 Detroit. Shoplifting. Nolle Prossed. 12-30-24 74 i i d ivi tol . No. 
1-18-18 33616 Philadelphia. Shoplifting. Disc. 1-30-18. SS ee ee ee ee ees ee 


1 -23-19 Brooklyn. G. L. No Desp. 

3 - 3-19 Philadelphia. Susp. Character. Discharged. 
5 -25-19 Brooklyn. G. L. To N. Y. County Pen. 
10-30-19 K 35674 N. Y. County Pen. Indet sentence. 


Desp. 
3 -23-25 Los Angeles. Shoplifting. 180 days 5-1-25. 
We are unable at this time to locate an eastern record of above subject 
but her husband has a long record in eastern cities as a pickpocket. While 


2.23.22 New York City. P. L. To N. Y¥. Co Pen $-15-22. 2 — acted as fence for Singer Mob and evaded arrest 

5 -15-22 444 es County Pen from N. Y. Co. Indet. Sentence. ' 

8 -25-24 93106 icago. Susp. 

12-17-24 93880 Chicago. Larce. Bond Forfeited. HELEN NEARY ALIAS JANE WILLIAMS 

8 -10-26 9051 Detroit. Simple Larc. Discharged. Omaha 12393; 

6 - 7-28 Omaha. Fur Thief. Out on Bond. Omaha 12392 (Man) no name. 

10-10-28 Montreal, Canada. Fur Thief. Subject is wanted by Philadelphia Detective Bureau for receiving stolen 

12-14-28 42064 San Francisco $1,000.00 Vag. known shoplifter. property and was arrested in Omaha in company with Anna Cohen and 

2 - 6-29 Wanted for G. T. Long Beach, Calif. ; A. Rosenbaum. Last year these subjects made connections here on the 
Subject fled from Los Angeles about 6 months ago and is now in Chicago coast with the Singer mob but left for the east where they are at the 

or Boston. present time, all we can furnish is the photos. 








Ohrteienaes City Credit Class offering of attendance honors this year brought results. 


One student remarked that he had enough Scotch in him 
By V. H. Schenck not to miss a class. Records indicated that there were a 
Credit Manager, May Brothers number of Scotchmen enrolled. 

HE Oklahoma City Retail Credit Men’s Associa- Several of the text book, titled “Retail Credit Pro- 
tion has just completed its second Credit Course. cedure” by Briscoe, were purchased and loaned to the 
Last year it conducted a class also. Following the students. These books were found to be very helpful. 
outline developed by the Educational Committee the class The general text used, however, was the book titled 

leader or lecturer prepared and read a paper on the sub- “Retail Credit Practice” by Bartlett and Reed. 
ject under discussion for that evening. We did not hand out all the questions at once but gave 
The lecture last year consisted of not less than three each student an outline of the lesson for the following 
thousand and not more than five thousand words. It week so that he might cover that lesson in the text books. 
was found that the reading of the paper took practically Sixty students matriculated. Seventy-five per cent at- 
all of the time allotted for the class session. It was de- tended regularly and fifty per cent took the examina 
cided this year, therefore, that papers be shortened there- 0"- This, we thought was a very good showing when 


by giving more time to open forum discussion. we considered the fact that we had given the same 


course last year. 
After the class leader or lecturer had read a short . 


paper on the subject under discussion for the evening 
other members of the class would be called upon to ex- 
press their views; especially did this apply to those who 
were not to be class leaders or lecturers. 


A number of exceptionally good examination papers 
were prepared and it is hoped that Oklahoma students 
may participate in the grand award. 

One evening was devoted to a demonstration of 
Credit Bureau Service, Mr. A. D. McMullen acting 4 
Chairman. All interested business and professional men 
were invited to sit in at this session. It was most helpful. 
Many of us do not realize what the other fellow’s prob 
lems are and this gave all in attendance an opportunity 
to see the inside workings of our Credit Bureau. 

I did not, as chairman, take any part in conducting the 
classes other than to assist in outlining the procedutt 
and to be helpful when needed to the class leader for the 


Everyone who attended the class was called upon to 
express an opinion and to answer certain questions. In- 
stead of fifteen taking an active part all participated. 


A tuition fee of $7.00 was charged. This included the 
text book by Bartlett and Reed. Attendance honors were 
given all pupils attending fourteen or more classes. 
Pupils attending all classes received $3.00, those attend- 
ing all but one $2.00, and all but two $1.00. 


This plan was decided upon because last year’s experi- evening. 
ence indicated that after a few class sessions, attendance The details of the class which were numerous wef 
dropped to some extent. Before the course was ended handled very capably by Mr, Ward J. McMullen of the 
the attendance had fallen off to about fifty per cent. The Retailers’ Association, 
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Credit and Thrift 


By Bill Metcalf 


Prize Winner at Ventura Union High School Contest in Which Sixty-Three were Entered 


REDIT is derived from the Latin verb, credere, 
to believe. Thrift comes to us from the Scan- 
dinavian, thrift, and means prosperity. Credit is 
extended to the thrifty and reacts to cause greater pros- 
perity to the one trusted and an increased volume of 
business to the creditor. Thus, credit and thrift are close- 
ly related; business is expanded and commerce is served. 

The entire financial and business structure of the 
United States today is based upon credit and thrift. The 
banking system is the owner of a gold reserve and this 
gold is used as a basis for the expansion of credit for 
capital investment. By means of credit we float bond 
issues for good roads, public buildings, schools, civic 
improvements ; by means of it science and invention are 
furthered when corporations are financed for research 
and manufacture; radio, airplanes, automobiles, etc. By 
means of credit merchants are enabled to buy on time 
payments and thereby to offer us goods of greater variety 
and quality. 

One of the first large fortunes of the United States 
was built upon credit. When only a youth, Andrew Car- 
negie understood the value of credit. One of his first 
ventures was the purchase of an interest in a new sleep- 
ing car, later absorbed by the Pullman Company, and 
was financed by his local banker on his promise to pay 
five dollars per month of his thirty dollar salary. From 
one investment to another, always paying promptly, the 
history of Mr. Carnegie’s life is the story of credit and 
thrift. 

Mr. Geo. R. James, Member of the Federal Reserve 
Board, says, “The wise person guards his credit as he 
would his honor. It is a priceless possession which once 
lost, is seldom ever regained, and since the very founda- 
tion of credit is promptness and care in meeting one’s 
obligations, it would seem that failure to pay or neglect 
in caring for a debt when due is little short of financial 
suicide.” 

From the broad viewpoint of the community, the state, 
or the nation, sound and adequate credit policies are the 
backbone of prosperity. 

The accumulating of a large fortune does not come 
from saving in the accepted sense of the word, the putting 
aside of a few dollars each week, “but is usually,” says 
Mr. Carnegie, “the result of enterprise and judgment or 
some exceptional ability for organization.” 

Although frowned upon for years, credit is often an 
aid to thrift. It enables the purchaser to buy without 
cash when the market is right. Thousands of thrifty 
women buy clothing for the family after the “season” 
and pack it away for future use. 

Installment buying, a form of credit, necessitates bud- 
geting the family income making savings that are com- 
pulsory. When a man has discovered that he can set 
aside a certain portion of his income regularly every 


to promiscuous visitors and sight-seers. 


month in order to buy furniture or an automobile, he 
may apply the principle to getting life insurance, a home 
or a bond. 

Experience with Christmas clubs shows that some of 
the money goes over into savings accounts. The habit of 
systematic accumulation is so apt to stick and so im- 
portant that children are induced to put aside a small sum 
each week for the School Savings Bank. 

The secret of thrift is forethought. The first thing 
for anyone to do is to lay out a budget, not for a week 
or a month, but over a long time, one that will involve a 
savings program. It goes against the grain for a young 
man to put a dollar in the Savings Bank, but the longer 
he sticks to it, the easier it gets. He must also be indus- 
trious and practice economy. Thrift involves self denial 
and judicious spending. He must always spend less than 
he earns. 

Washington, who was not a small man, did not disdain 
to watch his expenditures. While occupied with the af- 
fairs of the nation he often wrote detailed instructions 
to his housekeeper at Mount Vernon concerning the 
management of his household. On one occasion he 
wrote, “My fine Maderia is being given out too freely 
Give them 
more common wine and save the Maderia for Represent- 
atives, Senators, my family physician and the more dis- 
tinguished guests.” 

Thrift is diametrically opposed to extravagance, in- 
temperance, idleness. The spendthrift and idler is essen- 
tially a savage. A generation of them would throw so- 
ciety back to the hand to mouth existence of the bar- 
barian. Consider the conditions in our country today if 
no one worked and no one accumulated and owned prop- 
erty. There would be nothing to hold society together. 
Thrift is therefore the foundation of national as well as 
individual prosperity. Hence thrift is the stabilizer of 
society, the cornerstone of civilization. 





Open Account Customers Pay on 


Installment Plan 
F. W. Walter 
Russak’s, Fifth Ave., New York City 

Charge Credit customers have been converted into 
installment account customers with no total incrzase in 
business, and while the charge customers have 1. st signed 
up on a contract basis, there certainly ha: been a ten- 
dency for payments to be made on the uistallment plan. 

My findings about this is, that these changes have been 
brought about not through. any state of business or lack 
of money, but rather that in spite of what we have been 
trying to preach to our customers, the sales department 
has prevailed upon our general managers to sell terms 
rather than merchandise. 
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OUR FIRST CONVENTION IN CANADA 
Toronto, June 17-20. 








My Credit Rating 


By (Mrs.) M. Gilleland Hudson, 


2293 Lynn, Lincoln, Neb. 
Each day a letter in the mail, 
Reads, “My Dear Mr. Blank; 
“Please let us charge a car to you, 
Make payments at your Bank. 
We know your credit standing, 
It is strong, O. K. and fine 
Just step into our modern store, 
And see our latest line.” 


“A man of your fine taste, and caste, 
Should buy the very best, 

Just pick your car, pay fifty down, 
And we will do the rest.” 

Oh me oh my for strength to buy, 
Naught but the things I need, 

To junk the business flattery, 

That’s but a selling creed; 


To set my hand and foot and seal, 
Against all foolish debt, 

But my high credit rating— 
Won't let me do it yet. 

There’s fifty on the Radio, 

And sixty on the car, 

I don’t see how I'll pay the rent, 
I haven't thought that far. 


There’s payments on electric ice; 

A five spot on the rug, 

And dry goods bills, old as the hills, 
We've got the charge it bug. 

Our grocer passes us up town, 

And does not lift his hat; 

We're seventy behind with him, 
What must he think of that? 


My salary is not so large, 

But with both care and sense, 
’Twould do a good job paying for 
The things of mild expense. 

The wife must have a noiseless sink, 
And daughter a mink coat, 
While I a spineless check machine, 
Must sign and be the goat. 


I'll bless the day the book will say; 
“M. Blank is very slow.” 

I hope they'll print it in red ink, 

So every man will know 

That I’m not good for anything, 
But food and rent, and coal; 

For with good credit rating— 

I’m always in the hole. 


Success 


HE difference in the accomplishment of individuals 
is largely a difference in the quality and quantity 
of the work they do. 

To be sure, circumstances into which we are born and 
the habits of mind and methods of work which we see 
about us when our habits are forming, have a lot to 
do with the way we act and react to our environment. 

The training we get and the education we absorb in- 
fluence us greatly. The innate urge towards accom- 

















plishment and our desires for self-expression are also 
elements which tend to mark our future course. 

A desire for better things and our appetites for the 
approval and applause of our friends and acquaintances 
are powerful foods to our ambition, but if we lack the 
genius for continuous and consistent hard and intelligent 
work we shall not go very far. 

The difference in the native gifts of the general run 
of men accounts for less in the achievements of their 
lives than the difference in application to the jobs they 
undertake. 

Each of us while alive has twenty-four hours a day 
to dispose of and the way we manage our time has quite 
as much to do with results as the way we manipu'ate 
our talents. Many of us waste our minutes because we 
have not hours at our command, just as we waste our 
pennies because they are not dollars. 

Fifteen or twenty minutes a day devoted to the right 
sort of study will make one at fifty an authority on one 
specific subject. Twenty-five cents a day saved at com- 
pound interest will giye one a competence at sixty. 

There are those who zealously apply themselves but 
who do not do so wisely, yet only a few people work 
themselves to death. Most of us dissipate our energy in- 
stead of focusing it on one thing we would attain. A 
wise worker needs no excuse; his result requires no 
alibi. Success came half way to meet him.—Harris- 
Dibble Bulletin. 





National Retail Credit Association 
Conferences for 1930 


Florida State, at Miami, April 21-22 
California State, at Los Angeles, April 25-26 
Northwest, at Seattle, Wash. May 19-20 


Members in the districts in which these Conferences 
are to be held are urged to attend them in person. 





Organization is the art of getting men to respond like 
thoroughbreds. 

When you cluck to a thoroughbred he gives you all 
the speed and strgenth of heart and sinew in him. 

When you cluck to a jackass he kicks,—The Beat 
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Does Membership Help 
The Professional Man? 


By Miss Grace Cameron 


Secretary to Dr 


HE principles governing credits in business are the 
same, whether applied to professional or commer- 
cial business. The policies adhered to in the ex- 

tension of credit, together with the methods used in 
following up collections, will result in success or failure 
for the professional man just as surely as they will for 
the business man. 

It is true that Credits and Collections in a doctor’s 
office present a different angle to that found in a mer- 
chandising establishment—a fact, however, that makes 
even more indispensable the securing of dependable 
credit information by which the physician can justly dis- 
criminate between the person who is worthy of credit 
and the so-called “dead-beat.”” Do not misunderstand me. 
I do not mean “discriminate in rendering service,” but, 
“discriminate in extending the privilege of credit.” The 
“dead-beat” may possess capital and capacity—two of 
the qualities upon which credit is based—and yet be 
lacking in the third and most important, namely, char- 
acter. Character in this sense meaning an unquestion- 
able regard for the inviolability of contract, together 
with the will to redeem obligations promptly, honor- 
ably, and in good spirit. 

A statement made recently by Mr. Byron Mitchell, 
Business Manager for the Houston Clinic, that the 
physician, as a rule, treats all patients who come to him 
without investigation as to the patient’s ability or inclina- 
tion to pay—finds its origin, perhaps, in the fact that so 
few physicians are affiliated with their local Creait 
Bureau. Are you guilty of the accusation made by our 
Houston friend? As a result, are your books becoming 
clogged with unsatisfactory accounts? Or, on the con- 
trary, are you applying sound business principles to your 
professional business? Are you securing credit informa- 
tion beforehand that enables you to classify your patients 
in order that you may know which ones are entitled to 
charity, which ones should be put on a cash basis, and 
which ones are good credit risks? 

There are recognized fees which the physician is en- 
titled to and should receive from those who are able to 
pay. But for him to make the same charge in every in- 
stance without any regard for the patient’s ability to meet 
that fee, would only mean piling up accounts on his books 
which he could never collect. 

Realizing the necessity of handling the greater part of 
his practice on a credit basis, Dr. Jack F. Perkins be- 
came a member of the Dallas Retail Credit Men’s Asso- 
ciation several years ago. He believed that in such an 
organization as this, composed of men who were success- 
fully handling the credit policies of our city’s commer- 
tial organizations, was to be found the solution of his 
credit problems. His judgment was well placed. 


. Jack F. Perkins. 


As Secretary to Dr. Perkins, it has been my privilege 
to attend their weekly luncheon meetings. There, with 
the credit managers from every line of business gath- 
ered together, exchanging information and ideas, I began 
to acquire a real working knowledge of the credit busi- 
ness. A “School of Credits” sponsored by the Dallas 
Retail Credit Men’s Association and conducted for the 
benefit of those interested in learning more about suc- 
cessful methods for handling Credits and Collections, has 
also been of immense value. This series of lectures and 
open discussions, with the helpful articles which have 
come to me regularly through the pages of the “Texas 
Retail Credit News,” have been reflected, I believe, in 
the unusually high percentag of collctions which have 
been obtained in this office. 

In order to be more specific in my remarks I shall 
give a brief analysis of how Credits and Collections are 
handled. When a new patient is registered they are first 
admitted to the Business Office where an application 
card is filled out bearing, in addition to other data, the 
following information for credit purposes: name of per- 
son to whom account is to be charged ; business and resi- 
dence addresses and phone numbers; name of business 


‘and client’s position with same; how account is to be 


handled ; credit references (at least three) ; name of per- 
son referring them for medical service; name of family 
physician; and, remarks—under this last heading any- 
thing worthy of special note for collection purposes is 
recorded. The above information is obtained from the 
client. There is another very important item of infor- 
mation placed on this file card, namely, the client’s credit 
rating which can be obtained through only one source— 
the Credit Bureau. After clearing their credit references 
through the Credit Bureau we are then in a position to 
determine whether to extend credit. I might mention 
here that not only does the Bureau furnish actual ledger 
reports on the references furnished by the client, but, 
also reports the condition of their accounts with all 
other retailers who are members of the Credit Bureau. 

The psychology of taking such an application is this— 
it immediately establishes in the mind of the applicant 
the fact that he is entering into a business contract and 
his account here is to be regarded in the same manner 
as any other contract he makes. The information ob- 
tained in this application lessens the chances of losing the 
account through “skips.” It affords an opportunity to 
turn an undesirable credit risk into a cash account. And, 
it enables us to determine in the beginning whether or 
not the applicant is entitled to any special consideration, 
thereby, preventing the possibility of haying to later dis- 
count the account in order to collect it or eventually 
charge it off to Profit and Loss. 
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After an account is placed on the books the regular 
collection procedure is followed here, as in any other 
business office. It has been our experience that where 
an application for credit has been properly taken and a 
definite business arrangement made in the beginning, the 
losses from bad accounts are reduced to a minimum. 

Let me conclude by saying that so gratifying have been 
the results of our affiliation with the Dallas Retail Credit 
Men’s Association that we unhesitatingly answer in the 
affrmative—-MEMBERSHIP IN THE RETAIL 
CREDIT MEN’S ASSOCIATION DOES HELP 
THE PROFESSIONAL MAN. 





Memphis Has Largest 
Educational Class 


HE largest Credit Educational class in the United 

States is being conducted under the auspices of the 
Memphis, Tenn., Retail Credit Association, local unit 
of the National Retail Credit Association. 

The Memphis Association has for years been one of 
the nation’s leaders in credit activities. Among its many 
instructive accomplishments is that of carrying on a 
continuous Pay Bills Promptly Educational campaign. 
This campaign was launched some ten years ago. Ad- 
vertisements are carried regularly in the columns of 
Memphis newspapers, teaching the buying public the 
need for paying bills in accordance with credit terms, 
teaching the business and professional men of that city 
that credit terms, that open accounts are payable on or 
before the 10th of the month succeeding sale, and that 
installment accounts should be paid according to con- 
tract. 

This continuous educational advertising campaign has 
established a community credit conscience and is the 
foundation upon which the Memphis Association has 
built its community credit policy. Competition in credit 
terms and pyramiding in accounts has been reduced to 


a minimum. Memphis retailers enjoy a high average 
percentage of collection and their charge-off to Profit 
and loss has been reduced to an intelligent minimum. 
The organization of the largest credit educational class 
in America was a fitting climax to the association’s activi- 
ties in connection with Pay Promptly advertising. 

The Memphis Credit School is, of course, using the 
educational materials as prepared by the National Asso- 
ciation. This material consists of a series of fifteen lec- 
tures covering subjects ranging from the definition of 
retail credit to credit problems under modern merchan- 
dising conditions. Each of these fifteen lectures were 
assigned to a credit manager whose training had par- 
ticularly fitted him to speak with authority. 

The class, according to George A. Lawo, secretary- 
treasurer of the John Gerber Company, and honorary 
president of the association, was in charge of Professor 
J. L. Highsaw, principal of the Tech High School. 
“Professor Highsaw,” said Mr. Lawo, “had little to do 
with the size of the class which, incidentally is com- 
posed of 151 students. He is having a lot to do, how- 
ever, with its success. When we decided to procure his 
service, we had no definite idea as to what part he would 
play. He, however, soon showed us how he could serve 
us best. He is a man of national reputation and at one 
time was candidate for governor of Texas. He is fur- 
nished in advance with a copy of the lecture to be deliv- 
ered, together with the syllabus. He reads and absorbs 
its substance and after its delivery he explains briefly 
the points brought out and then asks certain questions 
and requires pupils to answer. In this way the open 
forum after the delivery of the lecture has been exceed- 
ingly profitable and educational.” 

“We feel proud,” says Mr. Lawo, “to be recognized 
as having the largest educational credit class in the 
United States. We feel that the good which is being 
derived by the students will be felt for years to come 
in improved credit morale throughout the entire com- 
munity.” 














An Important Notice to Each Member of the 
National Retail Credit Association 


The Toronto Convention of the National Retail Credit 
Association will be one of the most educational ever 
held. Four ‘half days are set aside for Group Confer- 
ences, which will be under the direction of Mr. Walter 
Strickland, Credit Manager of Best & Company, New 


York. On Tuesday and Wednesday the following 
groups will meet to discuss their individual problems : 


Department Store and Women’s Wear 
Men’s Wear 

Shoes 

Public Utilities 

Hardware and kindred lines. 

Banking 

Furniture and Carpets 

Automobile and Accessories 
Professional Men, Doctors and Dentists. 


On Wednesday the entire Convention will meet as 4 
group, to discuss Collections. 

We desire to discuss at these meetings, the things 
which are troubling you in your business and in order 
to systematize the procedure we solicit your suggestion 
of topics. We need the help of every member in out 
efforts to make this the outstanding educational meeting 
in our history and urge every individual to send in his of 
her suggestions for problems to be discussed. 

Address : 

Walter Strickland, Chairman 
c/o Best & Company, 
372 Fifth Ave., 
New York City, N. Y. 
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Economies of 


Installment Buying 


By G. H. Hulse 


Secretary National Retail Credit Association 


HE question concerning installment buying which 
has been receiving considerable discussion in 
schools throughout the country in the form of 

debates concerning installment buying of personal prop- 
erty as now practiced in the United States—is it socio- 
logically and economically desirable—is an important one 
and worthy of consideration and study also by our pres- 
ent day business man. 

In any discussion revolving itself around this subject, 
one should hold clearly in mind the relative proportion 
of installment sales to cash and open charge sales. Stat- 
isticians are more or less agreed that total retail sales 
last year aggregated approximately $50,000,000,000.00. 
They are very much agreed also that the percentage of 
this tremendous volume done on Credit reached the total 
of 60% or $30,000,000,000.00. This latter amount di- 
vides itself into two main classifications : 

A. Open charge, or what is commonly known 
as 30 day Credit. 
B. Installment Credit. 

These two forms of credit are divided about as fol- 
lows: $23,000,000,000.00 on open charge, and $7,- 
000,000,000.00 installment. 

With this knowledge of the relative proportions of the 
two main divisions of consumer Credit, one may pro- 
ceed with arguments to demonstrate whether or not the 
form known as installment Credit is sociologically and 
economically desirable. Its economic significance is re- 
flected in the statement that 75% of the four million 
automobiles manufactured and distributed last year were 
sold on installments; 85% of the plate glass manufac- 
tured goes into the construction of automobiles ; 60% of 
the plush and velours; 30% of the raw steel and other 
basic commodities such as paints and varnishes and rub- 
ber in like proportion. 


Cease selling automobiles on installments, and every 
industry in America would be immediately affected. Vast 
armies of profitably employed men and women would be 
thrown out of work and national calamity would follow 


as aresult. This not only applies to automobiles, but to 
all kinds of electrical household appliances, musical in- 
struments, certain types of farm implements, mining ma- 
chinery, etc., etc. It is a mooted question as to whether 
or not installment form of selling adds to the cost of 
commodities. This may be answered through the state- 
ment that the prosperity of this country and the apparent 
guarantee of its continuance is based upon mass produc- 
tion and mass consumption. Installment selling has 
made possible mass consumption, upon which mass pro- 
duction depends. It is axiomatic that commodities pro- 


duced in quantities or in mass are distributed at lower 
prices than would otherwise be possible. 

The whole trend of our modern industrialism is to 
produce the best commodities at the least possible cost 
consistent with value. Therefore, the interest charge 
which the purchaser must pay in connection with the 
financing of an installment purchase is much less than 
the commodity price would be under conditions of strict 
cash or thirty day terms, due to the fact that cash or 
thirty day terms would restrict the volume, and conse- 
quently materially increase the unit price. 

From a sociological standpoint, commodities distrib- 
uted largely through installment selling have been an un- 
mitigated blessing. That is to say, installment selling has 
been the Aladdin Lamp that has parked the automobile 
before the door of the humblest working man, giving 
into his possession the means for supplementary locomo- 
tion, and the broadening influence of travel becomes the 
experience of his every day life. We have, as a result, 
become cosmopolitan in our thinking and acting. We se- 
cure a picture of the problems that confront others and 


‘our interest in them encourages us to aid in their solu- 


tion. It has been the Aladdin Lamp which has taken 
the drudgery out of housework and given the women of 
America the leisure which is so necessary for the ad- 
vancement of our civilization; it has aided the youth of 
our land who betroth their faith in each other to pur- 


chase, furnish, and establish homes. 


But, we say, where does this thing end? Certainly 
there must be some pitfalls. There are no blessings that 
do not have their compensation in sorrows and difficul- 
ties. Strange as it may seem, it may be said without fear 
of successful contradiction that installment selling, bring- 
ing in its wake, as it has, the many splendid advantages 
now enjoyed by citizens of this country, need give us no 
thought as to any unfortunate consequences. This for 
the reason that certain machinery has been set up which 
functions as the “safety valve.” This machinery is repre- 
sented through the operations of Credit Bureaus—1,050 
of them throughout the United States. These Credit 
3ureaus have as members, and serve, 136,223 business 
and professional men. In their files is the complete rec- 
ord as to the Credit activities of 60,000,000 American 
citizens. Scarcely an automobile is sold in America ex- 
cept that transaction is immediately recorded in the files 
of some Credit Bureau; scarcely a can of soup is trans- 
ferred from the shelves of a retail grocer to the larder 
of a housewife, except that transaction be likewise re- 
corded in the files of some Credit Bureau. 

This information, the gradual result of years of ex- 
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perience and painstaking effort in research, is inter- 
changeable from one city to another, so that consumers 
may not move about except their Credit record follows 
them as their shadow. These Bureaus are linked to- 
gether through their membership in the National Retail 
Credit Association. With this form of organization con- 
stantly functioning, it is relatively impossible for indi- 
viduals to load themselves with debt beyond their capac- 
ity.to pay. As long as this sort of centralized super- 
vision is maintained, then the blessings not only of in- 
stallment Credit, but of all other types of Credit, may be 
enjoyed and the fruits thereof will be good. 

We wonder sometimes just what is the reason back of 
all this as we know it. When did it have its inception? 
This may be answered by saying that the reason back of 
it is biological. Desire was planted in the brains of human 
beings, when the Neanderthal man roamed over the 
steppes of Europe and his prototype through the jungles 
of Africa and over the hills and valleys of America. De- 
sire was planted in the mind of man contemporaneously 
as intellect sent down the roots that grew the plant of 
reason. Desire for food, shelter, clothing and a mate 
were, of course, the basic urges in the perpetuation of 
human existence. Desire, through the ordinary processes 
of this evolution, gradually became more refined. Then 
enters the stage of domestication of animals, which 
marked the beginning of the gradual freedom of the fe- 
male of the species from drudgery. 

We might comment with profit upon the accumulated 
effects which the enslavement of man by man in its two 
outstanding forms—chattel and feudal—had upon de- 
sire. If this were done, we would come by logical steps 
to the time of what is properly called the industrial rev- 
olution which was ushered in with the introduction of 
machinery and the application of steam and electricity 
thereto. These things have been the vehicles which have 
carried us by successive steps or stages across the pages 
of history to that place in our civilization wherein desire 
has compelled us to seek, secure and enjoy the pleas- 
ures of the things that are now ours as a result of human 
ingenuity. Desire, too, under modern conditions, has 
been fanned into actuality from a psychological stand- 
point through the use of advertisements, beautiful to the 
eye, and exciting to the imagination. These things have 
brought about the greatest expansion in the concepts of 
human life known to mankind. 





New York Association Starts 
Membership Drive 
With the objective of securing one hundred new mem- 
bers during March, an intensive membership drive was 
launched by the Associated Retail Credit Men of New 
York, at their February meeting held at the Hotel Penn- 
sylvania. 

From the attendance and enthusiasm evidenced at this 
meeting, it is safe to expect them to double the goal set. 
The New York Association now has 675 members. 

Walter Strickland, Credit Manager, Best & Company, 
is President, and A. B. Buckeridge, Secretary. 


Philadelphia Announces 
100% National Association 
of Retail Credit Men 


AMES LESTER NICHOLS, Credit Manager, Lit 
J Brothers Department Store, was elected First Presi- 

dent of the Philadelphia Branch of the National 
Retail Credit Association at the organization meeting 
last week. 

Vice Presidents are: Harry R. Teubner, Credit Man- 
ager, Strawbridge and Clothier Department Store; 
Theodore S. Owen, Credit Manager, B. F. Dewees, 
Ladies Specialty Shop; Maxwell F. Kotzen, Credit 
Manager, Gimbel Brothers Department Store; Daisy 
Hilbronner, Credit Manager, The Blum Store, Ladies 
Specialty Shop; Frank B. Marriott, owner, Marriott 
Brothers Store Orders, and E. W. Lynch, Credit Man- 
ager, J. E. Caldwell and Co., Jewelers. 

Louis S. Grigsby, General Manager and Director of 
the Philadelphia Credit Bureau, was elected Secretary- 
Treasurer. 

This is the first nationally recognized official chapter 
of the National Retail Credit Association to be formed 
in Philadelphia after years of effort. 

The Board of Directors consists of : Charles W. Gray, 
Hardwick and Magee Co.; Thomas A. Harper, Jacob 
Reed’s Sons; Daniel E. Hassler, Robert Stewart; Daisy 
Hilbronner, The Blum Store; M. M. Johnston, A. Pom- 
erants Co.; R. W. Kemp, Brooks, Inc.; E. H. Lippin- 
cott, Bailey, Banks and Biddle Co.; E. W. Lynch, J. E. 
Caldwell Co.; O. W. Marden, A. H. Geuting Co. ; Frank 
B. Marriott, Marriott Brothers; John J. McConomy, 
Blauner’s, Inc.; C. Russell Morrow, Rogers-Stewart; 
J. L. Nichols, Lit Brothers; Theodore S. Owen, B. F. 
Dewees ; John C. Sycamore, J. B. Liebman Co.; Fred J. 
Wark, Charles H. Edenborn and Co.; Wayne M. Lous, 
Fox Weis Co.; and M. J. Crean, Crean Brothers, Inc. 

As soon as the membership warrants, the association 
will be divided into trade groups such as, Radio, Dairy, 
Musical Instruments, Shoes, Department Store, Ladies’ 
and Men’s Specialty Shops, etc. 

Membership is fifteen dollars per annum divided as 
follows : $5.00 to the National Retail Credit Association 
for active membership including subscription to the 
Crepit Wor-p; $5.00 to the Philadelphia Credit Bureau 
for a weekly bulletin containing valuable Credit infor- 
mation such as Not Responsible Notices, Bankruptcies, 
Divorce Actions Reported, Fraudulent Buyers and 
Check Passers; $3.00 to the Credit Advertising Cam- 
paign Fund for an educational program of advertising 
using radio, newspapers, car cards, etc. $2.00 to the 
local association for administrative expense in present- 
ing nationally recognized speakers. 

David J. Woodlock, Manager-Treasurer of the Na- 
tional Retail Credit Association, delivered the principal 
address at the First Annual Dinner Meeting of the 
Philadelphia Chapter on Feb. 20, 1930. A regular 
monthly dinner meeting will be held until May. 
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A regular weekly luncheon meeting of the Phila- 
delphia Chapter to be known as the Credit Managers 
Club is held in Gimbel Brothers Restaurant each Wed- 
nesday. 

While the Associated is interlocked with the Phila- 
delphia Credit Bureau, the Bureau is owned by other 
interests. 


Philadelphia is assured of one of the leading groups of 
Retail Credit men within a short time. 

The Philadelphia Chapter was organized with 15 
members. We now have 25 and expect 100 on the rolls 
by June 1, 1930. Our potential membership in Phila- 
delphia County is 5,000, with a total of 46,000 retailers 


paying taxes in this city. This figure includes, of course, 
all classes of business. 





A Vacation on the Lakes 


Members of the Duluth Retail Credit Association have 
suggested the organizing of a group of Convention dele- 
gates to assemble in Duluth early in June and board a 
Canadian steamer sailing for Port Arthur and Fort Wil- 
liam, stopping there a day to enjoy a special program 
arranged by these Retailers, and then proceeding over 
four of the Great Lakes to Toronto. 

Members interested in this trip should write at once to 
G. C. Fairley, Secretary-Manager, 506 Christie Bldg., 
Duluth, Minnesota. 





Chicago 
Collections 


Should be sent to the 


credit report. 


Birds of a Feather 
Two weary strangers met on the 
road one day. One was a man who 
had been in business and extended 
credit to everybody without getting a 


The other was also broke.—Glen- 
dale (Cal.) Merchants Bulletin. 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULA- 
TION, ETC., REQUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912. 

The Creptr Wortp published monthly at Mount Morris, IIl., for 
April 1, 1930. 

State of ‘end 
City of St. Louis { ** 

Before me, a Notary Public in and for the State and county aforesaid, 
personally appeared David J. Woodlock, who, having been duly sworn 
acco.ding to law, deposes and says that he is the Editor of the Crepitr 
Wortp and that the following is. to the best of his knowledge and belief, 
a true statement of the ownership, management (and if a daily paper, 
the circulation), etc., of the aforesaid publication for the date shown in 
the above caption, required by the Act of August 24, 1912, embodied in 
section 411, Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher, National Retail Credit 
Ass’n., 1218 Olive St., St. Louis, Mo.; editor, David J. Woodlock, 1218 
Olive St., St. Louis, Mo.; managing ‘editor, David J. Woodlock, 1218 
St. Louis, Mo.; business manager, Guy H. Hulse, 1218 Olive 

St., St. Louis, Mo. 

2. That the owner is: (If owned hy a co poration, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If owned by a firm, 
company, or other unincorporated concern, its mame and address, as well 
as those of each individual member, must be given.) National Retail 
Credit Ass’n., 1218 Olive St., St. Louis, Mo. No stockholders, official 
organ of association. 

3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, if any, contain not only the 
list of stockholders and security holders as they appear upon the books 
of the company but also, in cases where the stockholder or security 
holder appears upon the books of the company as trustee or in any other 
fiduciary relation, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief as to the cir- 
cumstances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona fide owner; and this 
affiant has no reason to believe that any other person, association, or corpor- 
tion has any interest direct or indirect in the said stock, bonds, ‘or other 
securities than as so stated by him. 

5. That the average number of copies of each issue of this publica- 
tion sold or distributed, through the mails or otherwise, to sam subscribers 
during the six months *precedin the date shown above is ........ “ 
(This information is required hem daily rT only.) 

D J. WOODLOCK. 

Sworn to and subscribed before me this Mand day of March. 1930. 

Mary E. Riordan. 


(My commission expires Feb. 6, 1934.) 





Your Collections 
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Detroit 


Will receive the best attention 











V2 possible if sent to 








Credit Service | *"""— 
Corporation 


Collection Department of 

the Chicago Credit Bureau, 

Inc., and Credit Reference 
Exchange, Inc. 


A FAILURE 
IS A MAN WHO IS NOT 
ABLE TO CASH IN 
ON HIS BLUNDERS. 


The 
Merchants Credit 
Bureau, Inc. 

The largest collection department 


in the city devoted exclusively to 
RETAIL ACCOUNTS 








Men of Chicago 


0 ae ~ I> 
The Official Credit Reporting The benefits accruing in placing 
Service of the your accounts with an organiza- 
tion owned by the merchants, 
Associated Retail Credit FOR SALE for their protection, are self- 


A well organized Bureau 


evident. 





35 So. Dearborn St. 
Chicago, Ill. 


Telephone, Randolph 2400 


Credit Reports Collections 








with a good income, located in 
an Eastern city. Future prog- 
ress unlimited. Present owner 
has other interests. For furth- 
er information write, Box 117, 
The Credit World. 





Rates Reasonable 
Safety Assured 


Address: 


MERCHANTS BLDG. 
206 E. Grand River Avenue 
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A Husband’s Responsibility 
(Continued from page 6) 

“What I have said so far relates to liability where the 
husband and wife are living together as such. 

“The fact that a husband and wife are living apart is 
of itself a caution to all who have dealings with a mar- 
ried woman. While they live together it is usual for 
the husband to show a warrant of authority; when they 
separate the seller must prove authority; that is to say, 
he must prove that the wife was in need of the goods; 
that the husband failed to supply them and that the wife 
was not at fault. 

“Where the husband abandons his wife, turns her 
away without reasonable cause, or compels her by ill 
usage to leave him, without adequate provision, he is 
liable for her necessaries. But where the wife leaves her 
husband without sufficient cause and against his will, 
he is not liable for the maintenance elsewhere and she 
cannot bind him. ‘The obligations of marriage are recip- 
rocal and one cannot refuse to recognize them and then 
force the other to respect them.” (Constable v. Rosener, 
82 App. Div., 162.). 


Voluntary Separation 

“But, besides involuntary separation, we must consider 
the case of voluntary separation. The rule is that where 
a husband and wife part by mutual consent, and a suit- 
able allowance is furnished the wife, the husband is not 
bound to pay any bills contracted by her as his agent. 
As to this allowance, two things are requisite: “1. That 
it shall be really sufficient for the wife; 2. That it shall 
be regularly paid. 

“In case of a separation by consent, if the contract 
did not provide for the support of the children the hus- 
band is liable for necessaries for them. 

“If a wife’s adultery causes separation, the husband 
becomes relieved from her support, but if he forgives 
her and takes her back he becomes once more liable for 
her necessaries. 


“Where there is a legal separation of the husband and 
wife, by judicial action, alimony becomes the regular 
standard of allowance for necessaries and hence the pay- 
ment of alimony, even if actually insufficient for the 
wife’s maintenance, will discharge the husband from 
further liability for her support. The same is true where 
the wife has been denied alimony, or where the wife has 
abandoned her husband and brought an action for 
divorce and no alimony was granted during the pendency 
of action. 





For the good of all— 

Your help is asked in stamping out the Direct Inquiry 
in the Cleveland District. Constant education is instruct- 
ing our members to send to us, unanswered, all requests 
for credit information. We forward these inquiries to 
the National member in the city of origin. 

If you'll do the same with inquiries originating in 
Cleveland everyone will benefit. 

THE CLEVELAND RETAIL CREDIT MEN’S CO. 
500 National City Bank Bldg. 
Cleveland, Ohio 








“A person who sells to a wife living apart is charge- 9 
able with knowledge of the allotment of alimony, whether 
temporary or permanent. 


Gives Summary 
“It has been impossible in a talk of this length to cover 
every point involved in the subject, but I have consid- 
ered, I think, the main questions of interest to you, which 
may be summarized as follows: 


“1. The primary obligation rests upon the husband 
to furnish to his wife and family such things that are 
necessary for their maintenance and support, accord- 
ing to his situation in life. 

“2. A husband is not liable where goods are sold to 
the wife upon her own credit. 

“3. In the absence of authority a wife may charge a 
husband with the price of necessaries purchased by her, 
when he fails to supply the same, or where the husband 
has deserted the wife or has by his conduct compelled 
her to live apart from him, without fault on her part. 

“4. If the wife abandons the husband without just 
cause and refuses to return, the husband is not liable for 
bills contracted by the wife. 

“5. Where there is a judicial separation or divorce 
and alimony has been granted the wife, the husband is 
not liable for debts contracted by the wife so long as he 
pays what the court has ordered. 

“6. Inacase of separation by mutual consent and the 
husband secures to the wife a separate maintenance, suit- 
able to his condition in life, and pays it according to 
agreement, he is not liable for further maintenance.” 





Don’t Wait Until 
the last minute 


In order to be sure you will be 
accorded every hospitality at 
the Toronto Convention, send 
in your reservations now to: 


Convention Committee, 
National Retail Credit Association 


1218 Olive St. 
St. Louis, Mo. 

















